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all-time high 
Ordinary, New High, 1956... $644,213,709 


Previous High, 1955........$558,925,000 


15.3% Increase. . ....-$ 85,288,709 


JANUARY SALES of $70,025,236 topped by $5,599,- 

241 the previous all-time high for any single month —_— 

set in January, 1955. GREENSFELDER; JR., 
“ C.L.U., 


100 TOP PRODUCERS : ie of St. Louis, with sales of 
$3,229,750, was the lead- 


Sold $140,795,646, averaging $1,407,956 per man, ieiaaaeiiemne: tee: thaseite 
compared with $127,547,694 and $1,275,477 in 1955. 


26 CONSECUTIVE RECORD MONTHS 


Including the 12 months of 1956, sales in each of 26 
consecutive months exceeded the high-level cor- 
responding month of all past years, and made 52 
consecutive months with sales topping the same 
month in the preceding year. 


108 MILLION-DOLLAR PRODUCERS 
(Ordinary in Massachusetts Mutual) 
Each of 108 producers, including seven General 

P : LOS ANGELES AGENCY, John W. Yates and Robert L. 
Agents, placed over $1,000,000 Ordinary in the Woods, C.L.U., General Agents, with sales of $39,144,657, 
Massachusetts Mutual for a total of $153,016,282, led the field and topped by $8,611,233 its own 1955 record, 
compared with 81 million-dollar producers and the previous all-time high for any Massachusetts Mutual 
$116,065,442 in 1955. agency. 
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The Franklin Life Insurance Company 


Cuas. E. Becker, Prestpent * Home Or rice: SPRINGFIELD, ILLINOIS 


73 years of distinguished service 


Statement of Condition as of January 1, 1957 


Assets... 


Cash let wee. Se 
*United States Government Bonds . 
*Other Bonds is 

First Mortgage Loans on Real Estate Rw 

Federal Housing Administration Real Estate Loans’ . 


ae i $ 11,282,227.02 
$ 33,397,735.66 
146,378,139.16  179,775,874.82 
96, 300,965.23 


32,161,209.29 


Loans to Policyowners . 
(Secured by Legal Reserve) 
Real Estate a. © Wee oe «nee 2 19,599, 138.47 
(Including $15,935,917.24 of properties acquired for investment) 
Premiums in Course of Collection . 
(Liability included in Reserve) 
Interest and Rents Due and Accrued 
Other Assets . . . . . 


17,415,322.29 


14,516,428.88 


2,502,676.35 
2,221,013.16 


$375,774,855.51 


Liabilities... 


Legal Reserve on Outstanding Contracts . $297 ,680,659.00 
Premiums and Interest Paid in Advance 8,533,214.70 
Other Policyowners’ Funds 21,465,302.33 
Reserve for Taxes Payable in 1957 . 2,357,520.00 
Accrued Expenses . Beitc. 597,609.64 
Suspense Accounts 3,923,212.28 
Other Liabilities 2,467 337.56 


$337,024,855.51 


Surplus Funds... 


Capital. . . 
General Surplus 


$10,406,250.00 


28,343,750.00 38,750,000.00 


$375,774,855.51 


*Bonds are valued as prescribed by the National Association of Insurance Commissioners. 


Insurance in force over $2,380,000,000 


THE LARGEST LEGAL RESERVE STOCK LIFE INSURANCE COMPANY IN THE 
UNITED STATES DEVOTED EXCLUSIVELY TO THE UNDERWRITING 
OF ORDINARY AND ANNUITY PLANS 





High points of our 
progress during the 
year 1956... 


New Paid Business 
$601,323,364.00 


Asset Increase 
$43,817,766.77 


Increase in Reserves 
$32,090,663.00 


Increase in Surplus Funds 
$6,500,000.00 


Payments to policyowners and 
beneficiaries during year 
$21,663, 126.64 


Payments to policyowners and 
beneficiaries since 1884, 
plus funds currently held 
for their benefit 
$535,877,429.83 
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HIA Group Forum 
at Chicago Attracts 
More than Expected 


450-Plus Turn Out for 
Breakfast Workshops and 
Spirited Panel Discussions 


Even before the first annual meet- 
ing of the group insurance forum of 
Health Insurance Assn. got well started 
at Chicago this week, some 450 per- 
sons had registered, at least 50 more 
than were expected. 

This enthusiastic response by the 
254 member companies generated a 
feeling of optimism among HIA offi- 
cials. It was boasted that the 450-plus 
registration is bigger than ever was 
attracted to any meeting of two big 
HIA predecessors—H&A Underwriters 
Conference and Bureau of A&H Un- 
derwriters. The first individual forum 
meeting of HIA at Dallas last Novem- 
ber drew 338 persons, which also was 
more than was expected. The annual 
meeting of the whole HIA will be in 
Washington next May. 


All meetings of the three-day, Mon- 
day to Wednesday forum were well at- 
tended. Considerable use was made of 
panel-type discussions, a trend of the 
industry that has almost won universal 
acclaim. Another popular feature of 
the meeting was the series of workshop 
breakfast meetings on Tuesday and 
Wednesday mornings. These work 
shops were informal and _ provided 
splendid opportunities for participants 
to probe specific problems of the A&S 
industry and introduce some off-the- 
cuff remarks. 

At the first general session on Mon- 
day morning, E. J. Faulkner, president 
of HIA, suggested that group insur- 
ance probably provides the best hope 
for the most rapid expansion of A&S 
coverage to those not yet insured. He 
charged that group insurance must 
bear a very great responsibility for 
the ultimate survival of the voluntary 
system because of its ability to effect 
economies by mass handling, the sim- 
plicity of its underwriting require- 
ments as they pertain to the individ- 
ual, and the relatively greater ease of 
merchandising coverage for the many 
rather than having to solicit each per- 
son, 


Mr. Faulkner, who is president of 
Woodmen Accident & Life, declared 
that future problems are not insur- 
mountable because voluntary health 
mMsurance is already widely owned, 
understood and appreciated. He cau- 
tioned, however, that the industry 
must balance the necessity for prog- 
Tess with the requirement that each 
step taken must be sound. He said 
that specifically the A&S industry 
Must not cut prices in violation of 
sound actuarial principles just for the 
unrestrained desire for volume. 

_ Others who addressed this session 
included J. E. Hellgren, Lumbermens 
Mutual Casualty, chairman of HIA 





(CONTINUED ON PAGE 33) 


Nationwide Files Suit 
to Invalidate Jan. 28 
Meeting of NW. Nat'l. 


MINNEAPOLIS—Suit has _ been 
filed in federal court at Minneapolis 
asking that the Jan. 28 annual meet- 
ing of Northwestern National Life 
be declared invalid. The suit was filed 
by attorneys for Nationwide Corp. of 
Columbus. 


In its complaint Nationwide charges 
that the meeting was held without a 
quorum of stockholders represented as 
required by the articles of incorpora- 
tion of Northwestern. An amendment 
to the articles provides that a majority 
of Northwestern’s 220,000 shares of 
stock must be represented at an an- 
nual meeting. Nationwide claims to 
have a majority of the stock and as it 
did not attend the meeting officially 
it contends that less than half the 
stock was represented. 


At the Jan. 28 meeting Northwest- 
ern attorneys ruled that the meeting 
could proceed because the amend- 
ment, adopted in 1931, did not comply 
with state law but this legal point had 
never been raised before. 


In its complaint Nationwide said it 
had relied on the terms of the contro- 
versial amendment when making its 
purchases of stock at $103.50 a share, 
amounting to more than $10 million. 
Nationwide charges that Northwest- 
ern’s action in treating the amend- 
ment as invalid “has caused, and if 
uncorrected, will continue to cause” 
the value of Nationwide’s holdings to 
depreciate “greatly in value in an 
amount in excess of $2 million.” 


The strategy of Nationwide was to 
stay away from the annual meeting, 
hoping that by blocking the annual 
meeting it could force Northwestern 
to give it representation on the board 
of directors. However, the meeting 
went through and only directors fa- 
vorable to the present management 
were elected. 





Mutual of New York’s weather star 
atop the home office was shown on a 
recent TV program, which also fea- 
tured a scale model demonstrating the 
electronic signals used to forecast the 
weather. 


Mich. Attorney General 
Files Amicus Brief in 
National Casualty Case 


Attorney-general Kavanaugh of 
Michigan has filed an amicus curiae 
brief in the appeal of National Casual- 
ty from the decision of Federal Trade 
Commission claiming jurisdiction over 
its advertising. The case is scheduled 
for hearing Feb. 18 in U. S. court of 
appeals at Cincinnati. Mr. Kavanaugh 
solicited briefs from the other 48 states 
to challenge the FTC position. He is 
chairman of the committee on congres- 
sional consent to interstate contacts of 
National Assn. of Attorneys General. 
Commissioner Navarre of Michigan, 
vice-president of National Assn. of In- 
surance Commissioners, is appealing 
similarly to the state insurance au- 
thorities to take a stand in behalf of 
state’s rights to regulate the business. 

e e s 

Michigan has adequate regulatory 
statutes, Mr. Kavanaugh notes in his 
brief. He says “the assertion of juris- 
diction by the FTC over the advertis- 
ing practices of insurance companies 
which are regulated by Michigan and 
other states is not supported by law or 
by judicial decision. The attempted 
usurpation of jurisdiction by the FTC 
violates the clear intent of Congress 
in the passage of the McCarran act. 
The ... act permits and is intended 
to permit the states to regulate the 
business of insurance and thereby to 
make the Federal Trade Commission 
act inapplicable to that business.” 





Cleveland Top City 
in Rate of Ordinary 


Sales Increase in ‘56 


Cleveland led large U. S. cities in 
the rate of increase in ordinary life 
sales in 1956 with 23% while Philadel- 
phia led in December with 62%, ac- 
cording to LIAMA. 

Large cities and their percentage in- 
creases for the year and December, re- 
spectively, were: Boston, 8 and 20; 
Chicago, 13 and 23; Cleveland, 33 in 
December; Detroit, 9 and 16; Los An- 
geles, 15 and 19; New York, 14 and 28; 
Philadelphia, 19 for the year; and St. 
Louis, 19 and 53. 





Connecticut General is moving its 
Houston office from 2612 South Main 
street to new and larger quarters at 
3033 Fannin street. 








Late News Bulletins... 








Slate Action on Variable Annuity in N. J. 
TRENTON—The three variable annuity bills.in the New Jersey assembly 
which Prudential is seeking to have enacted have been passed by the Repub- 
lican caucus and referred to the assembly business affairs committee. In view 
of the caucus action, reporting of the bills by the committee Monday is a rou- 
tine matter and the bills will come up for a vote in the assembly the following 


Monday, Feb. 18. 


Similar bills passed the assembly last year by a comfortable majority and 
there has been no change in that house’s makeup, so presumably they will get 
favorable action again. President Frederic W. Ecker of Metropoljtan Life and 
President Keith Funston of the New York Stock Exchange, who oppose the leg- 
islation, have asked that public hearings be held. Mr. Ecker said he is convinced 
the bills are not in the public interest. Both men testified at the hearing held last 


year by the senate committee. 





Way Clear for Rise 
in Limit on Stock 
Holdings in N. Y. 


Unopposed Bill Would 
Boost It to 5% of Assets 
instead of Present 3% 


ALBANY—Domestic life companies 
would be allowed to hold common 
stocks up to 5% assets instead of be- 
ing restricted to the present limit of 
3%, under a bill introduced here by the 
Condon committee on insurance rates 
and regulation. It has the backing of 
the companies and the insurance de- 
partment and no opposition is looked 
for. 

The bill would also permit an in- 
crease to 5% from the present 3% limit 
on real property owned as an invest- 
ment. The stipulation that no piece of 
property may have a book value ex- 
ceeding one-half of 1% of assets up to 
$250 million and one-quarter of 1% 
above that amount would be changed 
by substituting $500 million for $250 
million. 

The prohibition against owning 
shares of insurance companies, banks 
or trust companies would be removed. 
The continuing limit of 2% on the 
amount oi stock in any one corpora- 
tion that a domestic company can own 
would still keep a life insurer from 
owning control of any other insurer, so 
that the requirement that out-of-state 
companies “comply in substance” with 
the New York law would continue to 
bar such moves as Connecticut Gen- 
eral Life’s attempt to buy National 
Fire of Hartford. 

However, a bill is being prepared 
that would free out-of-state life in- 
surers from the investment restriction 
that applies to domestic insurers but 
there would still be the question of 
whether owning control of another in- 
surer would constitute doing another 
kind of business than life, annuities, 
and A&S, to which another section of 
the New York law limits domestic in- 
surers. 

Some domestic companies are near 
the 3% limit on real estate and while 
there is no chafing against the 3% 
stock limit at present, some companies 
foresee the day when there may be 
more cause to invest in stocks and 
want to get the decks cleared. 

Another bill having the joint bless- 
ing of the life companies and the de- 
partment is one that eases New York’s 
unique restriction on the amount of 
juvenile business that may be sold. 
Below age 4%, the proposed limit is 
$5,000 regardless of the amount on the 
breadwinner (this takes care of chil- 
dren with uninsurable fathers) or a 
quarter of the amount of insurance on 
the breadwinner, whichever is great- 
er. Above age 414, the limit would be 
the greater of $5,000 or half the amount 
of insurance on the breadwinner in- 
stead of the present one-quarter, which 
is the sole limitation. 

A third unopposed bill makes a tech- 

(CONTINUED ON PAGE 34) 
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‘Spending More Than 
We Earn’ Needs Life 
Insurance as Offset 


One of the worst inflationary pres- 
sures, and one that needs relief 
through more buying of life insurance 
s “spending more than we earn,” said 
President Charles J. Zimmerman of 
Connecticut Mutual Life at the Com- 
pany’s annual general agents’ meet- 
ing at Hollywood Beach, Fla. 

“The huge amount of consumer 
debt says the American public is in 
danger oi doing just that,” he said. 
“Life insurance is competing with a 
skillfully advertised parade of new 
models and new products made even 
more enticing by the buy-now-pay- 
later appeal. Even the idea of saving 
as a virtue seems to have been soaked 
up by the sponge of easy: credit. 

“Life insurance is sometimes called 


Figures from Life Companies’ Year-End Statements Shown 

















Increase Surplus to New Ins. in Increase Prem. Benefits Total 
Total in Policy Bus. Force Dec. in Ins. Income Pai Disbun 
Assets ee holders + 31, 1956 in ; = 1956 es 195 
$ $ 
Bankers Life, Neb. 103,047,087 7,792,889 7,767,066 70,197,344 473,220,478 37,224,888 11,554,419 4,589,240 9,840, 
Berkshire Life  ............0.0.00 171, aay 670 8,329,945 9,322,372 53,906,127 521,072,253 27,750,961 15,949,496 10,031,668 16,7825 
Continental Amer. 93,775,411 951,145 8,424,241 59,738,993 390,946,588 33,537,220 10,435,270 7,066,550 10,828» 
Equitable Life, Iowa. ...... 583,132,401 20,954,997 209, 151,997,769 1,491,775,346 63,549,082 44,928,406 34,595,613 56,019 
cp a eee 375,774,856 43, ‘317, 767 38,750,000 601,323,3) 2;388, 579,414 363,752,851 72,702,526 21,801,068 45,399 jc! 
Kansas City Life 341,110,384 17,542,875 30,993,765 153,004,291 1,188,351,594 30,617,659 16,342,412 26,808.13 
Massachusetts Mutua 1,989,227,453 106,187,154 125,730,679 784,487,274 5,421,236,201 528,442,385 176,706,398 111,853,378 216,030) 
National Life, Vt. .. 661,850,776 41,946,158 40,285,193 245,054,516 1,844,248,052 165,317,738 69,627,583 43,676,592 SAB ty 
Ohio National Life 169,125,621 11,691,286 10,435,572 140,753,342 830,465,759 79,715,367 21,079,951 9,591,913 17,5024y 
State Life, Ind. ....... 87,064,233 888,187 4,110,986 24,153,3701 230,332,677 4,656,272 5,779,885 5,877,250 8,530 
Union Central Life 749,904,126 16,674,431 40,613,688 299,180,494 2,296,022,662? 229,082,330 57,349, 754 47,570,503 77,536.34 
Includes revivals and increases of $1,049, 
“Includes Federal Employees Group Life = $149,812,950. 
—— 
° . s 
a form of forced saving. I prefer to National Quality Name Cluthe Sole GA of 


think of buying life insurance to in- 
sure against the human weakness of 
failure to save enough, to save long 
enough, and to save wisely enough. 
Saving through life insurance is the 
best insurance of saving through life. 
This is vitally important to all of us 
as a free people, for just as men are 
weakened by indulging their material 
whims at the expense of their obliga- 
tions, so men are strengthened when 
they resist the temptation to spend 
(CONTINUED ON PAGE 34) 











Connecticut Mutual President Charles 
some banjo clocks awarded annually to 
standing agency development work. The five winners of the 1956 president’s 
organization trophies, who received their clocks at the company general agents’ 
meeting at Hollywood, Fia., are, left to right, Melzar C. Jones, Los Angeles; Dav- 


id B. Fluegelman, New York City: Floyd 


J. Zimmerman holds one of the hand- 
general agents in recognition of out- 


A. Rosenfelt, Toledo; Mr. Zimmerman; 


Edward B. Bates, Los Angeles, and Halsey D. Josephson, New York City. 









1. Liberal commissions and life-time service fees. 


2. A substantial training allowance with ALL the tools for 
profitable agency building—including * career compen- 
sation plan for new mene basic and programming 
schools ¢ success-proven training courses * business and 
tax seminars ¢ check-o-matic and premium deposit plans 
e special college senior plan. 


| plus Complete line, low-cost life, accident, sickness and hospitalization policies. 


Wa rer H. Huent, President ARNOLD 


[INDIANAPOLIS LIFE 


INSURANCE 


Mutual—Established 1905 


INDIANAPOLIS 7, INDIANA 


AGENCY OPPORTUNITIES in Fla, Ill Ind , lowa, Ky 
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Bere, C. L. U., Agency Vice-President 
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Award Basis Stays 

There will be no change‘in the vol- 
ume and persistency requirements for 
the National Quality award this year. 
The quality business committee of 
LIAMA and the conservation commit- 
tee of National Assn. of Life Under- 
writers, which jointly administer the 
award, came to this decision after care- 
ful study. 

Because the lapse rate has been in- 
creasing since NQA was established in 
1945, there have been suggestions that 
the persistency requirement of 90% 
ought to be lowered. The subcommit- 
tee studying the question felt that such 
a step would be inconsistent with the 
award’s objectives, particularly in view 
of the healthy increase in number of 
qualifiers. 


Illinois Leaders to Tell 
How They Do It Feb. 27 


Six million dollar leaders will tell 
how to write over a million a year at 
a joint meeting of Illinois Leaders 
Round Table and Chicago Life Un- 
derwriters Assn. Feb. 27 in Chicago. 
The two-hour session of sales tips will 
get underway at 2 p.m. in the as- 
sembly hall of the Chicago regional 
home office of Prudential. 

Moderator of the panel will be Paul 
W. Cook, Chicago general agent for 
Mutual Benefit Life. The other par- 
ticipants will be John Christopher, 
Tracy agency, New York Life; William 
D. Davidson, Woody agency, Equitable 
Society; Roy D. Simon, Hiller agency, 
Penn Mutual Life; George S. Sever- 


State Mutual at Newark 


Herbert F. Cluthe has been a 
pointed general agent of State Mut 


at Newark, ¢. 
» fective Feb. 1, % 
succeeds as gi 


general agent th 
partne, 
ship of John ¥ 
Wood, and himse} 
which has _ beg 
dissolved. 

The partnership 
was formed ji 
1953 when Mm 
Cluthe joined Sat 
Mutual. He ge. 
tered the busines 
with Northweg. 
ern Mutual i 
Newark in 19% 
and remained with that company until 
joining State Mutual. He has qualified 
for the Million Dollar Round Tabk 
for the last 14 years. 





H. F. Cluthe 








ance, Aspegren agency of Ohio Na- 
tional Life, all of Chicago, and Louis 
Fish of the Mulder agency of Mutual 
Benefit Life, Peoria. 

The 1956 averages of the six par- 
ticipants are as follows: Age, 47; years 
in the business, 2214; times quali- 
fied for Million Dollar Round Table, 
9.83; paid production $2,235,037; paid 
lives, 704%, and policy size, $19,010. 





Dr. Richard M. Nay, medical direc- 
tor of Indianapolis Life, will address a 
Feb. 13 meeting of Indiana Home Of- 
fice Underwriters Assri. in Indianapo- 
lis. His subject will be “Circulatory 
System Disorders.” 








The Prudential center to be constructed during the next five years on a 31 1/3- 
acre site in downtown Boston will consist of 12 buildings inter-connected by 
covered, glass-walled walkways, as shown in the accompanying architect’s draw- 
ing. The 50-story tower in the center will house Prudential’s northeastern re- 
gional home office. The four smaller towers at the right and the long structure 
behind them are apartments which will provide 1,250 dwelling units. In the left 
foreground is a civic auditorium to be erected by the city of Boston. Behind it 
is a proposed 1,000-room hotel to be built by private interests. The circular 
building in the center foreground is a restaurant, which will seat 800 patrons. 
It is flanked to the rear by commercial buildings for stores and offices. The 
tower will cost about $50 milion and operate with a staff of 1,500 employes. 











Land acquisition costs will exceed $5 million. 
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ANNUAL FINANCIAL STATEMENT 


Continental Casualty Company 
and its Subsidiary, Transportation Insurance Company 
Consolidated Financial Statement—December 31, 1956 


Continental Assurance Company 


Financial Statement—December 31, 1956 




















ASSETS ASSETS ‘ 
ee MES SR LISAAAN Ama A acai $ 22,713,654 Cash .....- sss eee errr ene settee eect eee eeeeeees 7,357,752 
United States Government Obligations............... 54,204,448 United States Government Obligations............... 26,908,460 
Canadian Government Obligations.................- 5,998,044 Canadian Government Obligations.................. 809,576 
Other Public Bonds..........00.0.0eceeeee sense eens QIN Sore ee oir eee erescerotrsbeser emmy peewee pi 
blic Utility Bonds...........0..0ec0eeeeeeeeeee es I ie ke on 2 pen: RA AE ea ene’ «era 7,717,633 
Pa 1 Bonds 3 565.68 4 Railroad Bonds and Equipment Trust Certificates...... 20,536,797 
see Pag Bagne sca sttwedes pores eens eu ee ates ae Miscellaneous MURS 068 tii cecivieltdesanee 90,734,929 
Stocks of Associated Insurance Companies............ Ce? ee ore Pel 
Other Stocks er CWC ol ee CE Co EC Cr 65,045,175 Mortgage Ce ee ee 133,209,332 
d. Administrative Office Buildings. . vente eee e eee eeeeees 12,491,751 NI 65 cick seein ice wcieb vance es coetib 11,641,938 
par tnershiy Net Premiums in Course of Collection Administrative Office Buildings..................... 3,665,540 
a (Not over 90 Days past due)..........-+.eseeeeee 13,474,354 Other Real Estate...........0..ceccceceeeeceeueees 24,827,218 
bee z Accrued Interest and Rents.............cceeeeeeeees 1,416,756 Net Deferred and Uncollected Premiums............. 17,049,366 
He @. NE EE nn ilk EOS cn @ ddl eiale a's weulbinwew eee Means 3,818,429 Accrued Interest and Rents and Other Admitted Assets.. 3,339,712 
Nordea Fo ly Sg Ser rrr ree $342,177,534 PET TBO ss oko oso btccddccneccciviecccss $456,625,935 
utual =—_—_—_ —_—_—_—_ 
in 19 LIABILITIES * LIABILITIES ‘ 
pany unt NS cnn céncecdecckveoeckewcctewe’ 25,655,1 
S qualified Unearned Premium Reserve..............eeeeeeeees $ 74,890,572 Pending pa SS a Sa aie EES $3 spot 
ne iia 000 CNN ayis 5-50. x0d 0 be neeicesssttne pene 92,772,253 Premiums Paid in Advance.................0ee0eeee 29,786,010 
Reserve for Loss Adjustment Expense..............-- 7,159,000 Additional Funds Held for Policyholders............. 19,943,967 
Ohio Na Reserve for United States and Canadian Income Taxes.. 5,234,598 Reserve for Taxes.............. Peete eee eee eeeees 3,176,797 
and Louis Reserve for Other Tiaxes 4.402.406 Fund for Reinsured Fraternal Society................ 7,321,847 
of Mutual 7 oes emia ill Ded all i 4410487 Miscellaneous Liabilities ...............-.+000-0000 5,294,057 
Miscellaneous Liabilities ............-.ceeeeeeceeeee 410, Security Valuation Reserve.........00....000ceeeeee 9,028,040 
> Sl . ee a Se 
47; yea WOT AE: LIRITIE: 6 oo one ce hei edccstinciias $188,869,316 TOTAL, LEAMI I eos os Se cc ccc cc cece cccecccn's $408,203,001 
es qualt General Contingency Reserve............. $51,857,507 Group Contingency Reserve.............. $ 3,795,000 
non ae Capital (Shares of $5 Par Value).......... 14,587,975 Capital (Shares of $5 Par Value).......... 8,000,000 
19 ¥: Z rg PD a0 sin eocinns caVis Kendeecaeed essen 86,862,736 DOE 6 0 6 oun eae SS ce ine connie Coie 36,627,934 
Surplus to Policyholders..............seeeeeeeeeeees $153,308,218 Surplus to Policyholders..................5.. tenses $ 48,422,934 
oa Rh fries 250.4 fits averi ek acetcexe $342,177,534 oo ain Paci cc $456,625,935 
Home Of- i aca a eee 
ndianapo- All securities are carried in accordance with the requirements of the National Association of 
irculatory Insurance Commissioners as follows: eligible bonds at amortized values; insurance stocks at pro 
rata share of capital and surplus; all other securities at quotations prescribed by the Association. 
sean: Consolidated Net Premiums Written during 1956...... $213,664,875 Life Insurance in Force as of December 31, 1956 
Nea” ~ =. (“Pada eel Senden caceeesee cs ise oe eee $4,270,604,507 
Peeemnee Cnet TOSS. 5 oo oc oc cccccetvidesstee scctacesios 17,261,176 TORII CWE Toe ccs dco ceceeccncenssnanceesies 542,878,037 
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More Companies Tally Up 
Successtul Records of ‘56 


AETNA LIFE 


Premium income of the Aetna Life 
group rose more than 10% to a new 
record of $846 million. The life com- 
pany accounted for $595,755,281 of this, 
up $62,225,499. Its sales totaled $2,726,- 
000,000. Ordinary sales rose to $489 
million. Group life and employe insur- 
ance plans, including $628 million net 
increases on old poicies, amounted to 
$2,237,000,000. 

A record gain of $1,982,000,000 in 
insurance in force brought the total to 
$18,637,000,000. Ordinary in force rose 
$212 million to reach $3,714,000,000 and 
group in force rose $1,770,000,000 to 
$14,923,000,000. 

Assets of Aetna Life increased $219,- 
403,062 to reach $3,070,224,147. About 
59% are in bonds, nearly 28% in mort- 
gages, and about 6% in stocks, includ- 
ing stocks of affiliated companies. 

Aetna Life’s surplus is $172,614,285, 
up $23,195,366. Contingency reserves 


CONTINENTAL ASSURANCE 


Continental Assurance expanded its 
total life in force figure to $4,270,604,- 
507 in 1956, an increase of $542,878,037. 
After absorbing the cost of adding 
this large volume of new business, 
the company showed a net gain from 
insurance operations of $6,701,976 as 
compared with $6,021,420 in 1955. 

Surplus at the end of the year was 
$48,422,934, a gain of $10,498,124. This 
does not include the mandatory se- 
curity valuation reserve of $9,028,049. 
Assets were $456,625,935 as compared 
with $394,702,968 at the end of 1955. 

Continental Casualty early in Dec- 


and security valuation reserve de- 
creased $2,016,728 and stand now at 
$116 million. 


REPUBLIC NATIONAL LIFE 


Republic National Life had its most 
successful year in 1956. New life in- ember acquired 67% of the outstand- 
surance issued amounted to $423,731,- ing stock of National Fire of Hartford, 
609 compared with $333,596,539 in and the 1956 combined premiums of 
1955. Life insurance in force increased (Continental Casualty, Continental As- 
$251,902,238, bringing the total in surance and National Fire were ap- 
force to $1,168,192,772. The company proximately $415 million, making Con- 
reached its announced goal of $1 bil- tinental-National Group one of the 
lion of life insurance in force in the three largest multiple line companies 
middle of 1956, just 28 years after inthe U.S. 
the company was organized. Follow- 

BANKERS LIFE OF IOWA 


ing this achievement, President Theo. 
New business was in excess of $329 


P. Beasley announced a new goal of 

$2 billion in force by the end of 1959. Ne ‘ 

By adding nearly $169 million of busi- million, assets increased nearly $58 
ness in the second half of 1956, the million to $849,268,174, and life insur- 
company already is ahead of schedule ance in force increased to a new high 
on this goal. of $2,643,097,743. Of the new business 
$165,783,365 was ordinary and $164,- 
026,242 was group. Ordinary insurance 








in force at the end of the year was 
$1,629,797,281 and group was $1,013,- 
300,642. 

Benefits paid during 1956 totaled 





When You 


the unusual. 


come up with something different! 





Why scurry around looking for a company to quote on the 
risk? Our Accident and Health Special Risks Division is known 
far and wide as THE place to go when the prospect demands 
Join the thousands who head for American 
Casualty when they come up with something different. The 


attached coupon will bring you complete details promptly. 





AMERICAN CASUALTY COMPANY, Reading, Pennsylvania 


| would like to know more about your Special Risks Division. 


$73,302,985. Interest rate on invest- 
ments in 1956 before federal income 
tax was 3.68% compared with 3.58% 
in 1955. Reserves were increased by 
$54 million to $829 million. 


JEFFERSON STANDARD LIFE 


Jefferson Standard Life, with paid- 
for business amounting to $224,111,356, 
had its best year in 1956. Assets in- 
creased more than $33 million, bring- 
ing the total to $463 million, or $116.19 
of assets for each $100 of liabilities. 

A net gain of $132,914,406 brought 
the total insurance in force to $1,584,- 
358,453, up 9.2%. 

The rate of earnings on mean invest- 
ed assets rose to 4.59% before federal 
iaremae taxes as compared with 4.48% 
in 1955. 








NORTH AMERICAN LIFE 


North American Life of Chicago had 
its most outstanding year in 1956 with 
sales exceeding $60 million, as com- 
pared with the previous high of $52 
million last year. In five years, the 
company’s life sales has increased by 
140% (from $25 million to $60 million). 
The 1956 gain in life insurance in force 
also exceeded all previous years. The 
gain in assets, income and investments 
and mortality experience showed com- 
parable excellent progress. 





LINCOLN NATIONAL LIFE 


During 1956 Lincoln National Life 
attained a record $8 billion of insur- 
ance in force and also recorded out- 
standing gains and all-time highs in 
new business, assets and benefit pay- 
ments. The $8 billion total for insur- 
ance in force was reached during 
December and the final figure at the 
year-end exceeded that amount by 
several million dollars. This was an 
increase of more than - $575 million 
during the year. 

Total life insurance issued during 





1956 set a new company record at 
more than $1,240,000,000. Of this total, 
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more than $250 million was new group 


State business. New life insurance issued 
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during the year exceeded the previous 
year’s record amount by more than 
$155 million. Assets of the company 
now total more than $1,205,000,000, 
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increasing during the year by more 


Dept. E than $75 million. Total benefits paid 








last year were just over $100 million 
and represented an increase of more 
than $10 million over the comparable 
figure in 1955. The company also 
(CONTINUED ON PAGE 33) 


Two Conn. Bills Would 
Gradually Reduce Tay 


on Domestic Insurers 

Sen. Marsilius of Trumbull has ip. 
troduced two bills in Connecticut sep, 
ate to bring about gradual reductip 
and eventual elimination of the tay, 
on domestic insurance companies’ jp, 
terest and dividends and on their pg 
premiums and annuities. 

The bill on the interest and diy, 
dend tax proposed this schedule: 
payable for 1956, 242%; for 1957, 214. 
for 1958, 2%; for 1959, 142%; for 19 
1%%; for 1961, 1%; for 1962, % 
1%; for 1963, % of 1%; for 1964, \ y 
1%, and elimination of the tax in 19¢ 

Beginning in 1965, domestic comp. 
nies would be on the same tax bagi 
as out-of-state companies, both pay. 
ing the tax on premium income at the 
present rate of 134% for life comp. 
nies and 2% for fire and casual 
companies. 

The bill on the net premium ay 
annuity tax proposed this schedule 
Tax payable for 1956, 1%; for 195, 
1%; for 1958, 34 of 1%; for 1959, hy 
1%; and for 1960, % of 1%, ay 
then elimination of the tax. 

The tax reduction program begy 
in 1945 and continued with biparti. 
san support until 1955 when a further 
cut failed to win approval in the legis. 
lature. The new bills would reinstate 
that program. 

Sen. Marsilius, chairman of the sen- 
ate finance committee and a Repub- 
lican, has the support of the 
domestic companies. Their spokesman 
is Benjamin L. Holland, president of 
Phoenix Mutual and of Life Insur. 
ance Assn. of America. He said Con- 
necticut is the only state which taxes 
its domestic companies more heavily 
than their out-of-state competitors, 
giving the latter an unfair advantage. 
It is the only state which taxes both 
premiums and interest and dividends 
from investments, in effect subjecting 
domestic companies to double taxa- 
tion. 


Inter-Ocean Declares 
Dividend; Realigns 
Its Executive Staff 


The board of Inter-Ocean of Cin- 
cinnati has declared a dividend of 40 
cents a share, realigned the responsi- 
bilities of its executive staff and added 
a new man to the company’s official 
family. The dividend was payable Feb. 
1 to stockholders of record Jan. 26. 

J. D. Scherr Jr., former executive 
vice-president and secretary, has been 
named chairman of the board. W. G. 
Alpaugh Jr., former vice-president, 
has been appointed president, and W. 
G. Alpaugh Sr., formerly president, 
has been named chairman of the fi- 
nance committee and continues active 
in company management. Other 
changes include C. W. Alpaugh, for- 
mer treasurer, who is now secretary- 
treasurer, and the promotion of T. J. 
Smart, underwriting manager, to vice- 
president in charge of underwriting. 

Added to the company’s executive 
staff is R. W. Angert, as sales vice- 
president. Mr. Angert has been agen- 
cy director of Blue Grass Life of Cov- 
ington, and before that was with Penn 
Mutual and Lincoln National Life in 
Cincinnati. 

The Inter-Ocean board also ap- 
pointed three major committees. These 
committees and chairman of each are: 
Public relations, J. W. Scherr Jr.; fi- 
nance, the senior Mr. Alpaugh, and 
administrative, the junior Mr. Al- 
paugh. 
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February 8, 1957 LIFE INSURANCE EDITION 5 
. presented to nine salesmen. They 
PROFESSOR WARNS: qualitied by obtaining $1 million of SHOW 1956 INSURANCE RESULTS 
oa a life insurance in force. They were W. 
Duty Is to Sell Public E. Brown, Salem, Ore.; G. J. Beechie, 1955 1954 1955 1954 
u Saratoga, Cal.; Sherman Clark, Bev- New Life New Life Life Ins. Life Ins. 
‘Needed Cover ages rod Hills, Cal.; z= A. Treick, Eugene, Increase in Increase in 
‘ = re., D. C. Hegland, Billings, Mont.; Ins. Bus. . Bus. 
Before ‘Desirous’ Plans = Wx" stine, ‘Malta, Mont;' G. W es: Eee Seen ere 
The income insurance business, life Turner, Mobridge, S. D.; D. A. Minke, : * ’ 
and A&S, is doing a good job of han- Renville, Minn., and David A. Vogel, a See ee 324,192,671 366,567,852 
z * 66 . ” ry ankers Life, LOWa oo....cccccccssceesseeeeeeees 809, 546,915 174,285,059 242,483,721 
dling public peg ye eta Dt Bismarck. Kansas City Life 153,004,291 150,519,289 69,963,595 63,521,101 
how good a job it is doing handling : _ Massachusetts Mut. Life 795,469,110 730,108,423 528,442,385 502,859,538 
needs is another question, R. I. Mehr, Hornsby Mims, formerly an actuari- Phoenix Mutual Life . 210,010,310 163,358,805 136,436,804 90,537,394 
Unversity of Illinois professor of eco- al examiner with the Indiana depart- United Benefit Life ........... 226,972,059 245,443,965 22,732,521 162,712,066 
Western & Southern Life 399,932,145 342,828,628 210,257,858 186,772,125 


nomics, told students, faculty mem- 
pers, and Ohio insurance people at- 
tending the annual banquet of Insur- 
ance Society of Ohio State university 
at Columbus. 

Mr. Mehr charged that industry 
must turn its attention to making pub- 
lic “desires” and “needs” correspond 
more closely before it can be said to 
be rendering the utmost public ser- 
vice. 

To illustrate the discrepancy be- 
tween desires and needs, he cited a 
University of Illinois survey of 624 De- 
catur, (Ill.) families that showed 201 
had insured 360 children for $1 mil- 
lion while “life insurance on the 
preadwinner, certain the more pri- 
mary insurable in the average family, 
amounted to under $2 million.” In 
premium volume, the speaker re- 
ported, these families, 90% earning un- 
der $7,000 a year, were paying only 
slightly more than twice as much on 
the head of the family as on children. 

Mr. Mehr charged that young fam- 
ilies are often allowed to purchase 
high-premium savings and retirement- 
type policies at the expense of death 
and disability protection. “A savings 
or retirement plan,” he __ insisted, 
“should come only after income is ad- 
equately insured. Companies give lip- 
service to this principle in their train- 
ing courses with the adage, ‘First 
things first,’ but companies are often 
guilty of talking one way and acting 
another.” 

Two approaches to the problem of 
identifying desires and needs more 
closely were outlined by the speaker: 
A more enlightened agent, and a pub- 
lic more enlightened to the real ob- 
jective of insurance. 

“The problem of more enlighted 
agents requires, first, more education,” 
he declared. “But formal education 
alone is not the answer. Continuous 
self-education after acquiring degrees 
and designations is essential. 

“As for the second problem, a more 
enlightened public, it is the duty of 
the companies to make more certain 
through their advertising and sales- 
manship that the public understands 
more clearly than it now does that 
insurance is to be purchased to offset 
risks which individuals cannot afford 
to take—those representing small 
chance of a large loss, not those rep- 
resenting large chance of small loss.” 





Provident Life Sales 
Meeting Draws 90 Agents 


Presentation of the man of the year 
award to a Grand Forks, N. D., agent, 
introduction of a new rate book, and 
announcement of a new policy high- 
lighted a two-day sales meeting of 
Provident Life at the home office in 
Bismarck. Winner of the man of the 
year award was John C. Ingwalson, 
who won the same honor in 1945, 1949, 
1953 and 1955. Pe 

H. A. Jones, president, addressed 
more than 90 agents present and. re- 
ported that the company’s insurance 
in force has reached a new high. of 
$169 million. Other home office per- 
sonnel who addressed the meeting in- 
cluded R. W. Edick, A. H. Sym, D. C. 
Wendt, Karstens Kennedy, J. W. Rule, 
and D. L. Anderson. 
“Million dollar” 


watches were 





ment, has been appointed an actuary 
for Midwestern United Life at Fort 
Wayne. 


How to Take a Pension Case 


New business figures include the following amounts of revivals and increases for 1956 and 


1955 respectively: 1$79,152,349, $58,679,045. 


in Stride 


EVER been scared at the thought of a pension case—felt it was too tough to 
handle? Sometimes they look formidable even to the experienced salesman who may 
never have tackled one. But not to W. S., live-wire young NwNL agent on the 
Pacific Coast. He recently lined up a pension case involving seven lives (we write ’em 
any size) and, with the ever-ready help of Northwestern National Life’s Pension 
& Tax Department, solved the client’s problem in just a few short weeks. 

Here’s the way it worked out: 


In the course of contacting one of his regular policyowners, agent W. S. learned 
that this man was considering a pension plan for employees in his plant. He outlined 


generally what benefits he hoped to provide; then the agent submitted data on all 
employees of the firm to the home office and a proposal was drawn up. 


The employer looked at the proposal, gave it the green light, and agent W. S. 


contacted the firm’s attorney to work out details. The home office provided the attorney 
with a sample Trust Agreement, sample letters to employees and sample Resolution 

for the approval by the firm’s board of directors. Using these as guides, their attorney 
executed the necessary documents and we cooperated with him in presenting the essential 


information to the Internal Revenue Service for approval of the plan. 


Result: Another pension sale completed; another satisfied client. And agent W. S. 
received top commissions which this year and for many years ahead will be a 
welcome “bonus” on top of his normal earnings. It’s happening every day, not only to 
NWNL agents but to brokers, too. Next time you as a broker get a line on a pension case 
that requires a technical assist, call the nearest NWNL agency or contact our 
Pension & Tax Department direct. 
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Sees Need to Avoid Frills in Handling Small Group Business 


CHICAGO—The real challenge to 
the administration of small group 
business lies in the need to develop 
streamlined systems that will avoid 
unnecessary frills and thus keep op- 
erating expenses at the lowest prac- 
tical level, D. E. Watts, assistant group 
executive of Confederation Life, ad- 
vised the first group forum of Health 
Insurance Assn. of America at the 
Drake hotel. 

As a panelist in a discussion of the 


new look in small group business, Mr. 
Watts pointed out that companies 
which use package plans probably 
have standardized sales literature, pol- 
icies, certificates and procedures 
throughout and in most cases will use 
agents rather than group specialists 
for the selling and servicing function. 
On this basis it is easier to develop 


economical administration than if 
substantial flexibility in available 
benefits existed. However, he em- 
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phasized that it is still possible to de- 
velop economical routines when flex- 
ibility is permitted. 


Regarding premium _ rates, Mr. 
Watts emphasized that each company 
has to establish its own actual rates 
keeping one eye on its own claims 
and expenses of operation, and the 
other eye on the intensely competi- 
tive nature of the business. As Con- 
federation Life’s small groups became 
less and less restricted as to available 
benefits, the sharp premium differen- 
tial between over 25 and under 25 
lives disappeared. Confederation’s 
practice has recently been changed 
so that one basic premium structure 
applies to all groups of 10 or more 
lives, he said. These basic premiums 
apply without adjustment in average 
sized groups, are subject to volume 
discounts for larger than average 
groups, or are subject to surcharges 
for smaller than average groups. 

In considering renewal underwriting 
for small groups, he said, the first 
principle to establish is whether in- 
dividual experience rating will apply 
to smaller groups or whether all smal- 
ler groups will be _ pooled for 
rerating purposes. Considerable fluc- 
tuation from year to year in claims 
under small groups allows little credi- 
bility for the actual experience under 
an individual policy. This could easily 
lead to the conclusion that the ex- 
pense of individual experience rating 
could be avoided through the use of 
pooled rerating. 


“We tried this with success for a 
few years, but even the smallest em- 
ployer with very good experience over 
a period of years feels that his rates 
should be reduced more than that of 
the average group,” Mr. Watts went 
on. “Hence, we have been using in- 
dividual experience for groups of all 
sizes, although admittedly, simplified 
methods are used for smaller groups.” 

Confederation has abandoned the 
concept of small groups versus large 
groups and considers all groups within 
the same general framework with re- 
spect to underwriting and administra- 
tion. On the other hand, the necessity of 
economy is essential in groups involv- 
ing relatively small premium income. 
The basic problem is to provide both 
an adequate service and an economi- 
cal service to the small employer. 


ALC-LIA Say Interest 
Rate on VA Loans Must 
Respond to the Market 


The fundamental solution to the 
problem of reduced availability of 
veterans administration mortgage fi- 
nancing is to make the interest rate 
on VA mortgage loans sensitive and 
responsive to demand and _ supply 
forces in the capital market. 

This view was expressed to the 
House committee on veteran affairs 
at Washington by Milford A. Vieser, 
financial vice-president of Mutual 
Benefit Life, Enney A. Camp Jr., vice- 
president and treasurer of Liberty Na- 
tional Life, and R. Manning Brown 
Jr., vice-president in charge of real 
estate and mortgage loans of New 
York Life, as spokesmen for Ameri- 
can Life Convention and Life Insur- 
ance Assn. of America. 

The interest rate on VA loans, and 
to a lesser extent the FHA rate, are 
the only pegged interest rates remain- 
ing in the capital markets, they 
pointed out. Unless some way is found 
to vary from its fixed level at 44% 
in response to money market forces, 
continuing difficulty will be experi- 
enced in the VA mortgage field. 





Dartmouth President 
to Give First Lecture 


of McCahan Foundation 


John S. Dickey, president of Dart. 
mouth college, will deliver the initia 
David McCahan Foundation lecture 
on May 21 at the international insyr. 
ance conference to be held during the 
75th anniversary observance of Whar. 
ton school at University of Pennsy). 
vania. He will discuss individual re. 
sponsibility in our changing society, 

The foundation was established as , 
memorial to David McCahan, fourth 
president of American College, who 
died in 1954. Its early stages are being 
financed by an endowment fund se 
up last year with individual contriby. 
tions from life insurance people. Its 
program calls for an annual lecture op 
a high creative plane to be given by a 
well qualified person and to become a 
permanent part of life insurance liter. 
ature. Lectures will be rotated geo. 
graphically. 

Mr. Dickey, president of Dartmouth 
since 1945, previously was director of 
the office of public affairs of State de. 
partment. A lawyer, he is a trustee of 
committee for economic development 
and Rockefeller foundation. 





Mutual, United of Omaha 
Install Second Largest 


Data Processing Machine 


The second largest data processing 
machine in the world was delivered 
recently to the home office of Mutual 
Benefit H. & A. and United Benefit 
Life. The $3.5 million IBM 705 mach- 

- ine, second in size only to the Social 
Security Administration installation 
at Baltimore, was taken to Omaha in 
specially constructed vans from IBM 
factories in Poughkeepsie, N. Y. 

Mutual of Omaha is the first A&S 
company to adopt fully its operation 
to electronic facilities. Only two life 
companies have similar installations, 
which makes United of Omaha the 
third life company to thus modernize 
its operations. 


Mutual and United have been pre- 
paring for the change-over to 
electronic facilities for several years. 
James Kohanek, department super- 
visor, emphasized the outstanding ad- 
vantage ef the installation, pointing 
out that “a certain procedure that 
previously took 45 days, can now be 
accomplished in just 36 hours with 
the equipment.” While the new elec- 
tronic equipment will eliminate some 
285 jobs now in existence, the instal- 
lation will actually create a need for 
additional office personnel. Every per- 
son whose job has been affected has 
already been trained and upgraded to a 
better position. Besides absorbing all 
these particular individuals, Mutual 
and United envision a definite in- 
crease in manpower needs during the 
coming year. A formal open house at 
which the installation will be dis- 
played to the public is scheduled for 
a later date. 





Jefferson Standard 
Life will Act on 
1-for-4 Split Feb. 18 


Jefferson Standard Life has pre- 
pared a proposal to pay a stock divi- 
dend of one share for each four out- 
standing. Action will be taken on the 
proposal Feb. 18 at stockholders’ and 
directors’ meetings. 

The directors voted a dividend of 25 
cents a share and an additional divi- 
dend for the same amount, both pay- 
able Feb. 8 to stockholders of record 
Feb. 4. 

They also voted a 10% bonus for 
home and branch office salaried em- 
ployes. 
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NALU Subcommittee on 


WASHINGTON—The social securi- 
ty subcommittee of National Assn. of 
Life Underwriters has unanimously 
recommended preparation of a ‘speak- 
er’s kit to help local associations pro- 
mote better understanding of old age 
and survivors insurance. 

The proposed kit would include a 
prepared talk illustrated by slide- 
films. It would be used primarily by 
NALU members speaking before local 
civic groups and possibly by other in- 
terested organizations. The main 


OASI Recommends Kit for Speakers 


points would be (1) OASI benefits 
and (2) the threat that unbridled lib- 
eralization poses to the national econ- 
omy and the safety of OASI. 

The subcommittee will submit the 
kit proposal for approval of the full 
committee, the national council and 
the board of trustees at NALU’s mid- 
year meeting in Roanoke, Va., March 
24-29. If the plans are approved, the 
kit would be ready for distribution at 
NALU’s annual convention in Detroit 
in September. 


Changes in NALU’s policy with re- 
spect to OASI were also discussed by 
the subcommittee. These changes 
were of such nature, however, that 
they would not alter NALU’s funda- 
mental position of opposing further 
expansion of benefits while generally 
supporting inclusion of all gainfully 
employed people in OASI. 





St. Louis Life Underwriters Assn. held its 
annual Million Dollar Meeting recently. 
Speakers were Million Dollar Round Table 
qualifiers who told how they made that goal. 








LIFE INSURANCE... 


CONFIDENCE and COMPETENCE 
MAKE IT GROW 


Major factors in the remarkable growth of life insurance in recent years are the increased 
confidence of people in this method of protection and savings and the competence of those who 


Each of these factors complements the other. 


sell and service it. 


Confidence and competence have certainly contributed to Great-West Life’s development, 


which the following comparative figures illustrate: 


New Insurance and Annuities.. 


Insurance and Annuities in Force 


$ 507,266,000 


Accident & Health Premium Income 


Paid or Credited to Policyholders and Beneficiaries 


een oe ck Ginksacon eis 


Liabilities........................... ; 


3,400, 107,000 2,965,006,000 

18,852,000 16,253,000 

56,406,000 48,510,000 

ase 596,202,000 556,206,000 
561,299,000 524,882.000 

34,903,000 31,324,000 


Capital, Contingency Reserve and Surplus 


Great-West Lire 


ASSURANCE COMPANY 


HEAD OFFICE - WINNIPEG, CANADA 


1956 1955 


$ 363,847,000 


m=) 





———= 


S. C. Bills Would Set 
Capital at $100,000 
for New Companies 


Bills requiring new insurance com. 
panies to have at least $100,000 in 
capital to obtain a license have been 
introduced in South Carolina senate 
and house. Mutual companies woulq 
need $200,000 in surplus, half of which 
must be maintained at all times. 4 
companion bill would make these pro. 
visions applicable to all licensed com. 
panies and give them 10 years jp 
which to meet the new requirements, 

Other bills introduced in both senate 
and house would: 

Require a $20,000 bond for paying 
final judgments against a bankrupt 
company. 

Eliminate the requirement _ that 
teachers handling pupil insurance 
matters take examinations required of 
agents. 

Prohibit a new company from sel]. 
ing stock to the public in South Caro. 
lina unless it actually is in the insur- 
ance business and is licensed. 

Prohibit amendments to a charter 
without the commissioner’s approval. 

Transfer the licensing of private de- 
tectives and detective agencies from 
the insurance department to the state 
law enforcement division. 

Permit licensing of out-of-state 
agents, brokers and adjusters on re- 
ciprocal agreement with other com- 

_ missioners. 

** Allow the department to calculate 
companies’ reserves by the group 
method rather than by examining 
every policy. 

Eleven bills to tighten insurance 
regulation were introduced simultane- 
ously in both houses. The senate 
was asked to provide larger quarters 
for the department and for more spe- 
cialized help. 





Warn Minn. Department 
May Be Made Division 


of Commerce Department 


The legislative bulletin of Insurance 
Federation of Minnesota warns there 
is danger that the Minnesota insur- 
ance department as an_ independent 
part of state government will be abol- 
ished at this legislative session. There 
will be increased pressure to pass a 
reorganization bill which was _ passed 
and signed at the last session, but was 
held to be invalid on a technicality. It 
made the department a division of the 
commerce department. The new Dill 
is expected to do the same. 

One of the first bills affecting in- 
surance at the current legislature is 
one which provides that if a nurse 
who, within the scope of employment 
contacts people with tuberculosis sub- 
sequently gets tuberculosis, it shall be 
presumed that tuberculosis is an oc- 
cupational disease. 





Nationwide Declares 
Cash, Stock Dividends 


Nationwide Corp., which owns con- 
trolling interest in Nationwide Life, 
Michigan Life and National Casualty 
of Detroit, has declared a 714 cent cash 
dividend and a 4% stock dividend to 
be paid on all class A and B *cmmon 
shares. The cash dividend, amounting 
to $210,787, is payable April 1 to share- 
holders of record March 1. A similar 
cash payment was made in October. 
The stock dividend, equal to one share 
for each 25 held, is payable April 1 to 
shareholders of record March 5. Stock- 
holders entitled to fractional shares 
will receive cash. 





Neil E. Bratt. with Union Life of 
Little Rock since 1955, has been elect- 
ed vice-president and actuary of the 
company. 
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ALook at the 1957 Employment Situation 


By GUY FERGASON 
Fergason Personnel, Chicago 


As we look into 1957 and try to read 
the signs, they all seem to point to the 
continued tight 
employment mar- 
ket for white col- 
lar and_ profes- 
sional workers. 
Anyone who is 
foolish enough to 
make forecasts al- 


gence to leave 
a few cracks 


may later crawl, if 


Guy Fergason necessary. 


The growth in demand for white | 


collar workers has exceeded all ex- 
pectations during the past decade or 
so. There appears to be nothing in the 
foreseeable future to change that de- 
mand. 

Our population growth is in the form 
of babies and immigrants, neither 
group being capable of entering the 
white collar labor pool, at least at 
present. Yet this same growth feeds 
our economic furnace and creates de- 
mands for goods and services which 
industry and business, both new and 
old, must satisfy. 

These business houses require per- 
sonnel to handle the expanding load. 
Assuming no economic reverses, and 
in this respect we must accept the 
predictions of the professional econo- 
mists, the spiral continues, accelerated 
by inflationary pressures. 

White collar wages are under pres- 
sure from three areas. One pressure 
arises from the demands from various 
businesses and the insurance business 
will not be an exception, nor will it be 
free from the rising costs. Another 
pressure comes from the increasing 
wage spiral.of the blue collar group. 
The year 1957 has already witnessed 
or soon will witness wage increases re- 
sulting from previous contract negoti- 
ations (principally 1956) in which au- 
tomatic wage adjustments were built 
into the contracts. Some segments of 
labor groups have announced their 
1957 targets which include substan- 
tial upward wage adjustments and 
broadening of fringe benefits. 


The third area of salary pressure is 
in the increasing cost-of-living. Again 
we refer to labor contracts, some of 
which have escalator clauses as well 
as “productivity increases.” We all 
know that inflation is a losing game, 
but while it goes on it appears to offer 
tranquilizing results to jaded business 
nerves. The insurance business is par- 
ticularly vulnerable to the effects of 
inflation—a greater share of the wage 
dollar is siphoned off to meet increased 
costs of food, clothing, rent, etc., leav- 
ing less for insurance savings and pro- 
tection, and thereby giving the social 
theorists more ammunition for govern- 
ment insurance. Insurance companies 
have fixed rate contracts which makes 
it rough in a rising cost market be- 
Cause revenue cannot be readily or 
proportionately increased. 

The increasing salary factor will 
make it difficult for companies which 
cannot or will not match the salary 
market for new recruits and experi- 
enced: personnel. 

We suggest that companies check 
their employment specifications. We 
Suspect that many companies are still 
employing under standards that were 
established many years ago. We have 


ways has suffici- | 
ent native intelli- | 


through which he | 


seen instances where companies es- 
tablished specifications far above the 
needs of specific jobs. Employers can 
understand the need for establishing 
realistic specifications for materials 
and commodities. They would not use 
a high grade expensive bond paper for 
scratch pads. Yet these same compa- 
nies will seek college graduates, ex- 
perienced personnel, with full physi- 
cal components for positions which 


could tolerate lesser qualifications. 

An applicant’s qualifications found 
in varying degrees in (1) education, 
(2) experience, (3) appearance, (4) 
personality, (5) physical fitness and 
(6) other personal qualifications, car- 
ry a rate which increases as the qual- 
ity increases. When ten companies bid 
for the same qualifications and there 
are only eight applicants, the inevit- 
able result is “higher price.” 


The time has arrived when we 
should realistically view the employ- 


ment situation. If we need manage- 
ment personnel—train the personnel. 
This, of course, requires time, and 
training requirements must be antic- 
ipated before the need arises. The de- 
cision to train must be made some- 
time and no better time will ever =xist 
than at present. 

If we need experienced personnel— 
train the personnel. As specifications: 
of employment go down, training re- 
quirements increase. However, an in- 
dustry or business that “grows” its 

(CONTINUED ON PAGE 12) 
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Arizona, California, Delaware, Florida, 6 


Indiana, lowa, Kansas, Kentucky, 
NEW CIES) A CULLING 
Texas, Virginia, Washington D. C., and 








—z- Top Commissions on 18 Leading Policy Contracts. 
—= Production Bonus and Long-Term Vested Renewals. 
-<- Non-Contributory Pension Plan for Personal Security. 
They Make Money—and You Make Money! 


—_s Appointing Their Own Agents. . 
—=— Increased Bonus and Renewals on Their Agents’ Production. 
—— Contractual Opportunity to Build Their Own Independent Agency. 


They Make Money—Their Agents Make Money 
—and You Make Money! 


-z— Ready-Made Sales Packages with Easy-to-Use Visuals. 

—z— Every-Age-Demonstrator-Books for Quick, Easy Sales. 

-= Streamlined Rate Books for Maximum Production in Minimum Time. 
They Make Money—and You Make Money!Ny 


ALL of the above Money-Makers for 
EVERY Agent in The Golden Rule Contract 
with The Golden Rule Compo: y. 


Agency-Building Opportunities in: 


eorgia, Illinois, 
Maryland, Michigan, 


arolina, Ohio, Pennsylvania, 
West Virginia 
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Clinch YOUR Personal Fortune 
with this Money-Making Magnet! 


The Golden Rule Agents’ 
Contract will ATTRACT 
and HOLD every kind 

of Agent: 


PLUS 


Friendly and Effective 
Home-Office Field Help 
for YOU in Recruiting, 
Training and Building 
YOUR AGENCY! 









COLUMBUS MUTUAL 


The Golden Rule Life Insurance Company 
Home Office: 303 E. Broad St., Columbus 16, Ohio 


Frederick E. Jones, President; Ben F. Hadley, C.L.U., Vice Pres. & dugpheg Agents ” 
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“HOW-TO-SELL” PANEL 








Hines, Marks Arm Agents to Compete 
in Today’s Lucrative Pension Field 


Ammunition for agents fighting the 
strong competition put up by banks 
for today’s lucrative pension business 
was provided at a “how to sell pen- 
sions” meeting sponsored by New York 
City CLU chapter and New York City 
Assn. of Life Underwriters. 

John M. Hines, 2nd vice-president 
in the group department of Equitable 
Society. discussed the agent and the 
pension market. He directed his re- 
marks particularly tg those who are 


not pension specialists but who want 
to boost their sales in that area. 

David Marks Jr.. general agent of 
lvew England Life at New York, talked 
about pension trusts for white collar 
workers and executive employes. He 
explained pension trusts in the same 
way they would actually be presented 
to the directors of a prospective cor- 
porate buyer. 

Large companies employing, say, 
more than 500 employes rarely rely 


on the individual agent or broker to- 
day to assist them in setting up a 
pension plan, Mr. Hines said. They 
turn instead to consulting firms or 
large brokerage firms with a pension 
consultant staff. They are fortunate in 
so doing if they find one of the num- 
erous impartial firms which give them 
unbiased service. One of today’s re- 
grettable phenomena is the large 
number of so-called “independent” 
actuarial firms which has advanced 
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NOW— 


THE A B C PLAN 


ABC Plan. 


THE 


Again, the Lincoln National man has 
a new plan in his sales kit. This time 
it’s a pre-authorized check plan—the 


This Automatic Bank Check Plan 
appeals to clients and agents alike 
because it’s convenient and inexpen- 
sive, and it minimizes the chance of 
lapse through oversight. 

Lincoln National’s ABC Plan is an- 
other reason for our proud claim that 
LNL is geared to help its field men. 


LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


Fort Wayne, Indiana 
Its Name Indicates Its Character 








les Ideas That Work 


by mutual back-scratching with the 
banks. 

In dealing with the larger compa- 
nies, competition with the banks js 
very apt to enter the case, increasing 
the gamble the agent takes with his 
time. The consulting firms normally 








John M. Hines David Marks, Jr. 


do not gamble their time but work on 
a fee basis, or a fee plus commission 
basis. Bank competition is brutal and 
is increasing. Large employers con- 
sider trusteeing for several reasons. 
One reason sometimes found is that 
one or more banks finance the com- 
pany and may be represented on the 
board. 

Another reason is that the company 
has heard a fantastic array of non- 
sense to the effect that insuring a 
pension plan is 25% to 50% more ex- 
sive than trusteeing. That one can be 
dispelled with the facts. A third and 
more cogent reason is that with ju- 
dicious investment in common stocks, 
investment yields can be improved, 
thus lessening pension costs. Where 
the employer is convinced on. this 
score, he can still be shown the ad- 
vantages of split funding. All of this, 
however, adds up to a poor risk of 
the individual agent’s time. 

The trend toward plans negotiated 
between a union and an industry as- 
sociation is growing, Mr. Hines said. 
These are the most doubtful of all 
for the individual agent to solicit. But 
such area-industry negotiated plans 
leave non-union employes to be cov- 
ered by their employers—and here is 
an area of prospects with a created 
demand. In addition, there are thous- 
ands of other small employers who 
are not considered worth soliciting by 
banks or consultants, who do not care 
to pay a fee for a study, with whom 
the individual agent or broker has 
strong contacts. 

Insurance companies by introducing 
an extra expense charge for small 
cases have been able to offer group 
annuity contracts to companies with 
as few as 10 employes. For smaller 
groups or in larger groups where the 
objectives sought call for it, indivi- 
dual policy pension trusts or group 
permanent contracts are in order. The 
best group annuity prospects are com- 
panies with between 25 and 500 em- 
ployes. 

In interesting an employer to con- 
sider the adoption of a pension plan, 
the reasons for a pension plan are 
the same today as always, only more 

so, Mr. Hines continued. The reasons 
why companies should adopt pension 
plans can be summarized under at- 
tracting and holding good employes, 
greater personnel efficiency, orderly 
and less expensive pension cost ac- 
(CONTINUED ON PAGE 20) 
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Pru Notices in East 


Done Electronically 

NEWARK—Prudential has begun to 
use high-speed electronic equipment, 
International Business Machines 702 
and 705, operated by magnetic tape, 
to prepare 8 million premium notices 
sent out each year to eastern policy- 
holders. Prudential, which states it is 
the first insurance company to use 
modern electronic machinery for such 
a large scale billing operation, plans 
an extensive electronic program for 
other phases of its business. 

In this operation, the machine se- 
lect policies coming up for payment 
each month, calculate the amount due, 
determine dividends to be credited to 
the policy and apply them as the pol- 
icyholders wish. They also include in- 
terest on policy loans. Previously 
premium notices were prepared by 
punch-card methods, with dividends 
and loans done separately. 

Prudential’s next electronic opera- 
tion will be the accounting procedures 
which follow premium payment. 





Federal Control Urged 
For Private Pension 


and Welfare Funds 


WASHINGTON—Private pension 
and welfare funds should be required 
to register with the government and 
file reports so that beneficiaries may 
be protected from loss through mis- 
management, according to the presi- 
dent’s economic report. 

The report also recommends non- 
occupational temporary disability cov- 
erage for District of Columbia em- 
ployes and limited financial assistance 
to states for promoting occupational 
safety, as well as improvements in 
workmen’s compensation and consoli- 
dation of wage reporting by employers 
for income tax and social security pur- 


joses. 

Nine out of 10 workers are covered 
under social security, with 45 of per- 
sons 65 or over receiving benefits, in 
the amount of nearly $5 billion a year. 
Private pension plans cover about 13 
million workers and provide benefits 
to 920,000 retired workers. 





McCaffrey of NW. Mutual 


Joins Seefurth & McGiveran 


Charles B. McCaffrey, director of 
advanced underwriter training at the 
home office of Northwestern Mutual 
Life since 1952, has joined Samuel 
Seefurth and Ben S. McGiveran, who 
have been operating consulting serv- 
ices since 1940, in the formation of a 
partnership, Seefurth, McGiveran & 
McCaffrey. Mr. McCaffrey also be- 
comes executive vice-president of 
Planned .Services, Inc. William B. 
Lynch Jr., a specialist in advanced 
underwriting training at Northwest- 
ern Mutual, will be vice-president and 
counsel of the new corporation. Of- 
fices are located in Milwaukee and 
Chicago. 

Mr. Seefurth and Mr. McGiveran 
said the new organizations are created 
in recognition of the need for financial 
planning by executives and profes- 
sional men, particularly with regard 
to the conservation of income and es- 
tate values. The firms will act as con- 
sultants and do research in the field 
of executive compensation and finan- 
cial problems of corporations, part- 
nerships and individuals. 

Fields in which they act as con- 
sultants and plans which they admin- 
ister include pension and profit shar- 
ing plans, either insured or self-ad- 
ministered, negotiated or unilateral 
and qualified or non-qualified; also 
employe benefit plans embracing life 
insurance and survivor benefits, in- 
sured or self-insured; hospital, medi- 
cal and other health plans covered by 
insurance, employes’ associations and 


hospital and doctors’ service plans; 
also executive compensation, financial 
analysis and planning and business 
insurance consultation. 

Mr. McCaffrey, a graduate of Har- 
vard law school, has been on the staff 
of the Wharton school. Mr. Lynch, a 
graduate of University of Michigan 
law school, practiced law in Los An- 
geles before going to Milwaukee and 
Northwestern Mutual. 





D. W. Styne, general agent for Gen- 
eral American Life at Honolulu, has 
been appointed to his company’s five- 
man general agents’ advisory council. 


May Contest Permanent Annuity Tax in Minn. 


A proposal to make permanent the 
2% tax on annuity considerations may 
be contested in the Minnesota legis- 
lature. Robert T. Utne, president of 
St. Paul Life Underwriters Assn. has 
sent telegrams to several legislators 
urging them to oppose the proposal 
which is contained in a “package” tax 
program submitted by the governor’s 
tax study committee and supported 
by Governor Freeman. 

In his telegrams, 


Mr. Utne said: 


“Proposal to make permanent the an- 
nuity consideration is discriminating 
and a deterrent to thrift. It is purely 
a tax on savings.” 

Annuity considerations were subject 
to a 2% tax for two years beginning 
Jan. 1, 1955. In its report to the legis- 
lature, the tax study committee said 
that “the annuity considerations 
should be continued since annuity 
considerations are in the same class as 
commercial insurance premiums.” 
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4 Look at the 1957 Employment Situation 


(CONTINUED FROM PAGE 


9) 





own specialists is a good industry to 
be in. 

It is our opinion, and it has been our 
opinion all through the _ personnel 
shortage, that the shortage only exists 
in terms of today’s methods. To state 
this another way, if we were to cut out 
all non-essential record keeping, and 
if we would simplify our office proce- 


dures and streamline our methods, we 
would not have a personnel shortage. 
“Automation” as such is not the 
answer for two reasons. In the first 
place, it will be years before it (auto- 
mation) will have its effect on em- 
ployment—as it is being used today, it 
is being channeled into areas where 
voluminous details are processed, the 








Theirs is a Happy Life... 


As the years go by, The Men from Midland Mutual and their fami- 
lies derive increasingly greater rewards, happiness and satisfaction 
from association with a Company which puts prime stress on the 
human element in its relationship with the representative in the 
field. Midland Mutual’s “Helping Hand” philosophy of operation, 
coupled with progressive methods and a liberal system of field com- 
pensation, has contributed importantly to the success and security 
of a resourceful, productive agency force. The result: a close, effec- 
tive partnership between Home Office and field. 

These partners in progress just completed a very successful Golden 
Anniversary Year . . . sold $42,068,504 in new life business to push 
insurance in force to $327,787,985. Assets increased by approxi- 
mately $4,475,000 to approximately $94,500,000. It was also a 
year of continued forward strides in Accident and Sickness sales. 
“ If you'd like to know more about the benefits of representing 
Midland Mutual, write Charles E. Sherer, CLU, Vice President and 
Director of Agencies. 
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Serving Personal Security 
Needs Since 1906 
Midland Mutual Agency Building Opportunities include openings in these areas: 
California, Illinois, Indiana, Kentucky, Michigan, North Carolina, Ohio, Pennsyl- 
vania, Virginia, West Virginia. 





bulk of which are of questionable val- 
ue in the first place. Automation will 
not be of much value to small offices 
which are staffed by two or three em- 
ployes. 


In the second place, we are not sure 
that automation will reduce the need 
for office personnel. It will change the 
“classification” of personnel into two 
groups—a large group of extremely 
detailed workers who will convert fig- 
ures and data to tape, card or other 
input medium. The other group will be 
the “experts” who will program the 
data and run the machines. When the 
score is read and the results are mea- 
sured, we will probably have more of- 
fice detail and as many workers as at 
present. 

We believe the answer lies in work 
simplification—a program in which 
management decides to ignore tradi- 
tional methods, precedents and indus- 
try’s “sacred cows,” and cut through 
the mass of office detail. Management 
complains that it is being submerged 
in detail; yet it is seeking easier ways 
to perpetuate even more detail. “Sim- 
plify, mechanize, combine and elimi- 
nate” should be the battle cry for 1957. 

Instead of a sign reading, “Think,” 
every manager should have a sign in 
each office reading, “Why?” Why do 
we make x number of copies? Why do 
we file this form or that? Why do we 
type so many reports and statements? 

Lastly, what are we doing to retain 
the employes that we have? Let us ef- 
fectively evaluate our employes and 
relate the rewards to the individual’s 
contribution. Train for upgrading and, 
in general, do a better management 
job. If we do, the employment market 
will not present such a problem as it 
presently does. 

Training takes time. This was pleas- 
antly told in a short story in Reader’s 
Digest January issue, about James A. 
Garfield, when he was president of 
Hiram College in Ohio. The father of 
a prospective student asked Mr. Gar- 
field if there were some way his son 
could go through the college in less 
than the prescribed time. Mr. Gar- 
field’s reply was classic—he replied 
that it could be done depending on 
what the father wanted to make of 
his son. “When God makes an oak 
tree, it takes Him about 100 years, but 
when He makes a squash, He does it 
in about 6 months.” 

A commentator on TV recently stat- 
ed that America was becoming a na- 
tion of individuals who were so busy 
seeking new devices, buying new 
things at such a rate that they were 
not using the things that they already 
possessed. There is a parallel in busi- 
ness in this comment. We are so busy 
seeking new employes, new blood for 
the business that we are failing in our 
effective development of talent al- 
ready in our organizations. As such, 
we are adding to the demand in an 
already unbalanced market. 





A. E. Stoddard Named 
C. C. Criss Award Judge 


Arthur E. Stoddard, president of 
Union Pacific Railroad ‘Co., has been 
appointed to the board of judges for 
the Mutual Benefit H.&A. Criss award. 
The board of judges is headed by Dr. 
Charles W. Mayo of the Mayo Clinic. 
The Criss award is given for out- 
stand:ng contributions in the field of 
health and safety. It consists of a gold 
medal and a cash award of $10,000. 
Dr. Jonas Salk was the recipient in 
1956 for his development of a polio 
vaccine. 

The award was established several 


years ago in honor of the late Dr. ¢. 
C. Criss, founder of Mutual of Omaha. 
Other judges for 1957 are Henry Forg 
II; Ned Dearborn. president of Na. 
tional Safety Council; Lt. Gen. (Ret.) 
James H. Doolittle, vice-president of 
Shell Oil Co.; Dr. Elmer Hess, past 
president of American Medical Assn.; 
Irene Dunne, actress, and Paul Martin’ 
minister of national health and wel- 
fare for Canada. 





Massachusetts Mutual employes 
participating in the suggestion system 
received 157 cash awards totaling $3,- 
515 in 1956. 
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AVAILABLE 
IN ROANOKE, VIRGINIA 
HE STAR CITY OF THE SOUT 


of Virgir.is-West Vi. giFis- 
Tennessee and North Carolina 
OFFICE SPACE IN NEW 


FIRE PROOF AIR-CONDITIONED 
BUILDING 


Ideally located for District or 
Regional Insurance Office 


THE CARLTON TERRACE 


BUILDING 
920 S. Jefferson Street 
Roanoke, Virginia 


21 Insurance Companies Now 
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RECORDS 


Fidelity Mutual Aiming 
for $100 Milion Mark 


Fidelity Life of Illinois, which now 
has $88 million of insurance in force, 
has begun a drive to reach the $100 
million mark during 1957. William H. 
Rothermel, Fidelity Life vice-presi- 
dent, announced the goal at a recent 
sales kick-off meeting at the home 
office in Fulton, Ill. This meeting was 
attended by the top ranking agents of 
the company from five midwest states. 
“As we progress to new production 
goals, it is our desire to advance the 
prompt, friendly and personal service 
that has long been a tradition at Fi- 
delity,” Mr. Rothermel said. _ 

Speakers at the meeting included 
Cc. T. Rothermel Jr., vice-president of 
Moore-Case-Lyman & Hubbard of 
Chicago; Albert M. Cloud, sales direc- 
tor of Maquoketa Machine Co., Clin- 
ton, Ia. Mr. Rothermel emphasized the 
fact that insurance is the only product 
where you create immediately. 

Home office staff members who par- 
ticipated in the program included Lyle 
H. Barnhart, secretary and actuary; 
Edgar Andresen, assistant secretary 
and assistant actuary; Edward H. Sieb, 
publicity director, and Jack Skinner, 
agency secretary. 








The Cass agency of Mutual Benefit 
Life at Indianapolis assumed a leading 
position in 1956, spirited by agency 
member John O. Boner who sold 178 
policies, the greatest number of any 
Mutual Benefit agent. In so doing, Mr. 
Boner had production in excess of $1 
million. Another million dollar pro- 
ducer in the Cass agency was A. Ham- 
ilton Gardner, who qualified for the 
Million Dollar Round Table for the 
third consecutive year. Mr. Boner, also 
a MDRT qualifier, joined the agency 
‘last year. 





The Shreveport (La.) branch of Re- 
public National Life was designated 
“agency of the year for 1956” and as 
a result L. Roy Smith, branch manag- 
er, won a 1957 Oldsmobile as leader in 
paid-for life production. The Shreve- 
port branch paid for $3,337,781 in life 
business and $17,990 in A&S premi- 
ums. A 1957 Ford was presented to 
Robert Beckenbaugh, branch manager 
at Rockford, IIl., for leading life pro- 
duction in another volume category. 
Cash prizes of $500 went to Larry R. 
Cardwell, Phoenix, (Ariz.) manager, 
and to Ray Hynds, manager at Corpus 
Christi. 





The Lewis agency of Ohio State Life 
at Columbus lead the company in 1956 
with production of $4,908,211. Two of 
the agency members, Jacob A. Sha- 
wan and Lewis J. Lemley, each pro- 
duced in excess of $1 million. Sixteen 
general agencies produced more than 
$1 million each, five of them in excess 
of $2 million. A total of 105 agents 
—- for production club member- 
ship. 





General American Life—The 10 top 
agencies in 1956 according to paid life 
volume are: Jeanes of Chicago, Rosen- 
thal of St. Louis, San Francisco agen- 
cies of San Francisco, Sale of St. Louis, 
Kamaaina of Honolulu; Levine of Los 
Angeles; Van Horn of Cleveland; Brem 
& Klein of Washington, D. C., Coury of 
Detroit, and Stuart of St. Louis. 





EQUITABLE SOCIETY—The_ 3- 
month annual “head man-head agency” 
group sales contest, based on a foot- 
ball theme, resulted in total volume of 
$1,770,380,619, which was $634 million 
more than ever written in this compe- 
tition. Group life totaled a record $1,- 
026,793,620, up $734,303,652. Top man 
was Robert O’Leary,. Cleveland, who 


won the “Mr. Touchdown” title. J. 
Fred Speer, manager at Pittsburgh, 
won “coach of the year” title. Other 
winners and their categories included 
Richard A. Peters, Omaha, group life; 
Paul D. Hicks, New York, group A&S, 
and F. S. Wilcox Jr., Wilmington, 
group annuities. Departmental leaders 
were Mark Higgins, Pittsburgh; Lewis 
C. Johnston, Phoenix; James F. Doyle, 
Richmond; Ambrose J. O’Callaghan, 
Chicago; C. Lester White, Boise’ Mrs. 
Margaret Y. Williams, Tulsa; Tnomas 
A. Ferns, Akron; Dean H. Taylor, 
Rochester, and Mr. Hicks. 





Pan-Am Dynamo Club Has 
151 Members This Year 


Pan-American Life’s Dynamo Club, 
top production club, has 151 members 
for the current year. 

Co-presidents this year are W. C. 
and Ralph Hester, general agents at 
Jackson, Miss. It is W. C. Hester’s 
18th year as a member and Ralph 
Hester’s 19th. Vice-president is Leon 
Schwartz, general agent at Miami, a 
member for nine years. Francis J. 
Selman, New Orleans, a 20-year mem- 
ber, is secretary. Officers are chosen 
in order of highest personal premium 
production. 


NEWS OF LIFE POLICIES 





Union Nationai Lowers 


Interest on Pol.cy Loans 


Union National Life has reduced its 
policy loan interest rate from 6% to 
5% on all policies issued on and after 
Jan. 1, 1957, and has increased to 314% 
the discount offered on prepaid pre- 
mium deposits. 

Graded death benefit on children 
has been changed to give full benefit 
at attained age 90 days—$250 for each 
$1,600 face amount to attained age 90 
days. 


West Coast Boosts 


Dividend Interest 


West Coast Life has increased in- 
terest rates on dividends left to ac- 
cumulate, withdrawable and _ non- 
withdrawable proceeds of policies, and 
discounts on premiums paid in ad- 
vance. The new rates, effective Jan. 1, 
Dividends left to accumulate, 





are: 


3.25%; proceeds of policies withdraw- 
able, 3%; non-withdrawable, 3.25%, 
and discount premiums paid in ad- 
vance, 3%. 


Jefferson National 
Issues New A&S Policy 


Deriving the idea from its field men, 
Jefferson National Life has recently 
introduced a new executive hospital 
indemnity and medical policy. It is a 
true non-cancellable and guaranteed 
renewable to age 65, with no premium 
alterations once the plan is issued. 


United L.4A. Ups Discount Rate 

United L. & A., New Hampshire, has 
increased to 3%% the discount rate 
on premiums paid in advance, an in- 
crease of 1%. This benefit is limited 
to 20 years’ advance premiums. 








¢ mmercial Travelers of Salt Lake 
will change its name effective March 1 
to Surety Life. 
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EDITORIAL 


COMMENT 





Annuity Pay-out Options for Mutual Stocks 


Much interest and probably a good 
deal of controversy is sure to be 
aroused by the new retirement plan 
developed by Standard Life of Indi- 
ana. This plan, described in some de- 
tail in last week’s issue, has many of 
the characteristics of the variable an- 
nuity without being a variable an- 
nuity or going all the way in the di- 
rection of providing a lifetime income 
designed to keep step with the cost 
of living. 

In fact, except for one important 
feature, the Standard Life plan 
amounts to no more than investing 
partly in an annual premium retire- 
ment annuity and partly in a mutual 
fund and then converting the mutual 
fund shares into a single premium an- 
nuity when you retire. The one thing 
that set Standard Life’s plan apart is 
that when you convert your mutual 
fund shares into an annuity you have 
the right to buy your annuity at net 
rates and on the mortality and inter- 
est basis the company was using on 
the date you bought each block of 
mutual fund shares. Buying at net 
rates makes the annuity like the life 
income option in your life insurance. 
And you have only to look at the 
trend in annuity prices over the last 
25 years to perceive that the rate 
guarantee is more than window dres- 
sing. 

From a selling standpoint, perhaps 
even more important than the price 
to be paid for the annuity is the psy- 
chological impact of linking an an- 
nuity pay-out option to a mutual fund 
investment. Instead of just being an 
“investment” the mutual fund be- 
comes a means of providing the ad- 
vantages of an organized retirement 
income plan. True, the investor will 
be switching at retirement out of a 
type of investment that is designed to 
vary with the cost of living. But there 
will doubtless be many who, by the 
time they retire, will figure that in 
their remaining lifetime they can bet 
on the stability of the dollar without 
taking a potentially disastrous gamble. 

What an annuity pay-out option 
could do for the mutual fund business 
is something to think about. In an ar- 
ticle in THE NATIONAL UNDERWRITER 
for April 6, 1956, William H. Bender 
Jr., general agent at New York for 
National Life of Vermont, stated that 
though tremendous amounts of money 
are going into mutual funds, these 
amounts are trifling compared to what 
they would be if the mutual fund 
operators were to develop pay-out op- 
tions as attractive as their pay-in 
plans. 

“Compared to life insurance, the 
pay-out provision of mutual fund is 
archaic,” Mr. Bender observed. “It’s 
about like life insurance was gener- 
ations ago, before settlement options 
were developed. The mutual funds 
give you your accumulations in cash 
but there’s no provision for a guar- 
anteed life income, for example.” 

Well, that was 10 months ago. If 
the statement about mutual fund pay- 


out provisions were being made today 
it would have to contain an exception 
for Advisers Fund, Inc., the investment 
company that offers Standard Life’s 
annuity as an option. If M.R Bender’s 
prophecy about the effect of pay-out 
options on the sale of mutual fund 
shares is accurate, there should be 
some interesting times ahead. 

Not the least important element in 
the Standard Life plan is that its own 
agents will sell it if they care to. 
True, they’ll have to qualify as secur- 
ities salesmen under applicable fed- 
eral and/or state laws. But it is re- 
liably reported that this can be done 
without being either a mathematical 
or financial genius. 

It will be interesting to see the ex- 
tent to which other life companies 
and mutual funds follow Standard 
Life’s lead, either copying it fairly ex- 
actly or introducing differences of 
their own. For example, might it be 
possible to offer an annuity at net 
rates guaranteed as of the time the 
mutual fund share-buyer embarks on 
his program? This would heighten 
the risk of adverse selection, of course, 
and it might not be possible to pro- 
vide adequate safeguards against it. 
Moreover, such a guarantee might not 
have significantly more sales appeal 
than one based on the date each block 
of shares is purchased. 

It seems as if a collateral benefit 
of Standard Life’s plan is that it will 
tend to clarify the variable annuity 
picture and hasten the development 
of interest in this form of investment 
and at the same time get it into its 
proper slot in the market. 

There is undeniably a considerable 
market among people who are serious- 
ly concerned about providing for their 
retirement but who shy away from 
the annual premium guaranteed-dol- 
lar retirement annuity in dismay at 
the way the dollar’s purchasing pow- 
er has shrunk in the last 15 years or 
so and seems likely to go on shrinking 
in the foreseeable future. Will the 
people who have these misgivings feel 
that Standard Life’s type of plan pro- 
tects their retirement programs ade- 
quately from the ravages of inflation? 
Or will they prefer to hold out for the 
all-out variable annuity that keeps 
right on varying till the day you die? 
The sales efforts in connection with 
each type of plan should serve to 

stimulate interest not only in itself 
but in the other variety as well. 


PERSONALS 


Solomon Huber, general for Mutual 
Benefit Life at New York, has been 
invited to participate in a panel on 
estate planning at the annual “home- 
coming” of St. John’s university school 
of law. 


S. Rains Wallace, director of re- 
search for LIAMA, is being honored 
today (Friday) at a luncheon given 
by members of LIAMA’s 10-year 
club. He will observe his 10th anni- 











 -—_—_—a 
versary with LIAMA Feb. 10. His de. 
partment has expanded to the poiy 
where he now has associated with 
him 14 research workers with aq. 
vanced degrees in psychology, eco. 
nomics, or statistics. The total re, 
search staff numbers 55. 


The new chairman of the Senate 
foreign relations committee, Theodor 
F. Green, is a charter director g 
Bankers Security Life of New York, 
and is credited by its founder, Chair. 
man Arthur J. Morris, as being one of 
the few pioneers who organized credit 
life insurance in the United States 
Sen. Green will be guest of honor a 
a dinner in Washington Feb. 14 to be 
attended by members of Congress, ip. 
surance and banking officials, execy. 
tives of federal administrative agen. 
cies, and others. Mr. Morris and 
Harry O’Brien, 1st vice-president, wil] 
represent Bankers Security. 


Robert M. Powell, with Glasser As. 
sociates of Continental Assurance a 
Chicago, has been elected president of 
52 Association Inc., of Illinois, one of 
outstanding civilian and voluntary or. 
ganizations working in behalf of 
wounded servicemen and_ veterans, 
Formed 11 years ago, 52 Association 
has aided and entertained thousands of 
ex-servicemen in VA hospitals in Chi- 
cago area. Mr. Powell, a partner in 
Glasser Associates, is also a member of 
Mayor Daley’s commission on human 
relations in Chicago. 


Donald Scoles, associate professor of 
finance in school of Commerce of Uni- 
versity of Southern California and a 
CLU, will attend a CLU institute next 
summer as the: 1957 recipient of the 
Speicher scholarship, awarded annual- 
ly in honor of the late Paul Speicher, 
president of Insurance R&R. 


Vincent B. Coffin, senior vice-presi- 
dent of Connecticut Mutual, has re- 


ceived Hartford community chest’s’ 


service award in recognition of the 
time, skill and effort she has given to 
help build a better community. 


Edward D. Auer, vice-president of 
Lincoln National Life, has been elected 
to the board of Fort Wayne National 
bank. 


Helen Olsen, editor of Pacific Mu- 
tual’s Home Office News, has _ been 
elected secretary of southern Califor- 
nia Industrial Editors Assn. 


Earl Dickerson, president of Supreme 
Liberty Life of Chicago, will be among 
a group of Americans who are going to 
Africa to be present March 6 when the 
West African kingdom the Gold coast 
receives a dominion status in the Bri- 
tish commonwealth and takes again the 
ancient name of Ghana Ghana, ances- 
tral home of the majority of American 
Negroes, flourished several centuries 
t:fore Christ. Timbuctu was its cap- 
iial. The new Ghana will become the 
first independent Negro ruled nation 
within the British commonwealth. 








Insurer License Bill in S. D. 


PIERRE, S. D.—The South Dakota 
senate has approved unanimously a 
bill giving the insurance commissioner 
authority to “exercise sound discre- 
tion” in granting licenses to foreign 
and alien insurers. The measure Is a 
direct result of a suit filed against the 
state tor $1% million by Professional 
& Business Men of Denver which has 
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not been able to get a license since 
applying for it in the 1940s. 





Russell S. Moore, manager of agen- 
cies for Midland Mutual Life, received 
a 30-year service pin from his com- 
pany. 
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FRATERNALS 


Royal Neighbors Name 
McNerney to Sales Post 


James C. McNerny has been ap- 
ointed director of sales education tor 
Royal Neighbors of America. — . 

Mr. McNerny entered the life busi- 
ness in 1944. Prior to joining Royal 
Neighbors, Mr. McNerny was with 
Churchmembers Life of Indianapolis, 
where he served as supervisor of sales 
promotion and home office agency di- 
rector. Previously he was with West- 
ern & Southern Life of Cincinnati for 


six years. 


Woman Leads A. A. L. 


in Volume for 1956 


An honor rarely achieved by a 
woman was won during 1956 by Mrs. 
June L. Park, Aid Association for 
Lutherans, who sold more than $1 
million worth of life insurance for the 
third consecutive year, thus becoming 
a leader in the fraternal in volume 
and qualifying for life membership in 
the Million Dollar Round Table. 
Other A.A.L. million dollar qualifiers 
are Wilfred E. Kleine, Seymour, Ind., 
second straight year; O. F. Christo- 
pher, Danville, Ill, and Donald C. 
Freiberg, Detroit. 

The Precht agency of Seymour, Ind., 
led by million dollar producers Mr. 
Kleine and Mr. Christopher, broke its 
own year-old agency production rec- 
ord. The nine-man staff wrote $6,- 
660,095 of A.A.L. life business in 1956 
in Indiana, Kentucky and Illinois. 


44 Managers Attend 
A. A. L. Conference 


The recent general agents confer- 
ence of Aid Association for Lutherans 
was attended by 44 agency managers. 
It will be followed by a series of five 
zone conferences, scheduled for Berke- 
ley, Cal., Feb. 13-16; Milwaukee, March 
6-9; Chicago, March 27-30; Detroit, 
April 10-13, and Minneapolis, April 
24-27. A field staff of 465 persons will 
attend these various zone meetings. 
M. J. Beckers, Equitable Society, di- 
rected the general agents conference 
at Milwaukee, and George V. Kram- 
pien, agency vice-president, was con- 
ference chairman. 


W.O.W., Omaha, Increasing 
A&S, Pension Benefits 
for Its Field Force 


Woodmen of the World, Omaha, is 
increasing retirement, life and disabil- 
ity coverage, and major medical and 
hospitalization benefits for members of 
its field force and their families. The 
additional pension benefits become ef- 
fective Sept. 1. Those with incomes 
above a stipulated amount in the pre- 
vious 12 months can elect to participate 
to the extent of their earnings. The 
plan will enable the field man to ac- 
cumulate for himself and his wife a 
substantial monthly income at retire- 
ment age 65 or earlier, for five years 
certain, or for life. The society will pay 
the major portion of premiums. 

The free hospitalization plan adopted 
by the society last fall has been liber- 
alized, effective Feb. 1., by the addi- 
tion of major medical. Members of the 
field force whose earnings in 1956 ex- 
ceeded a stipulated minimum will be 
insured free to a maximum of $10,000 
against major medical hazards for one 
year. Those whose 1956 income was 
more than a higher stipulated sum also 
will be provided the same free medical 
Coverage for family dependents. The 
plan provides for payment of 80% of 
all hospital expenses exceeding $300, 
or the amount paid under the basic 














hospitalization plan established last 
fall, whichever is greater. The deduct- 
ible feature ($300) will be applied only 
once each calendar year, regardless 
of the number of illnesses. Coverages 
are without limit to the number of days 
of hospital stay. . 

Qualifying field men under age 70 
who earned more than a stipulated 
minimum in 1956 also will be given 
free life insurance for 12 months to 
the extent of their previous year’s 
earnings up to a maximum of $20,000. 
For those under age 60, the coverage 
also includes total and permanent dis- 
ability benefits. 

‘With the addition of these new fea- 
tures, “President Howard M. Lundgren 
said, “Our field force will be receiving 
many more benefits than are provided 
by most life insurance organizations.” 


ASSOCIATIONS 


Mastering Principles of 
Management Is Essential, 
S. F. General Agents Told 


Mastering the basic principles of 
agency management is essential before 
the general agent can adequately rep- 
resent his business. Ray Deston, west- 
ern regional vice-president of John 
Hancock, told members of San Fran- 
cisco General Agents & Managers 
Assn. 

The first thing the general agent 
must do is to determine what he wants 
to accomplish, what kind of an agency 
he wants and what kind of men he 
wants. Mr. Deston emphasized that the 
general agent must follow a detailed 
plan in order that agency operation 
will travel a smoother and “more 
scenic” road. 

Constant supervision and training is 
also necessary. “Supervise the new 
man as you would like to have him 
supervise you if he were the manager,” 
Mr. Deston advised. 

He urged the association members 
to be good business men and to get on 
the profit side. Too many general 
agents look only at production and 
some kinds of production are too costly, 
he warned. One element of good busi- 
ness, he said, is to analyze the man 
that is considered for hiring. If the 
prospective agent has a failure pattern, 
it is not good business to take a chance 
on him. 














San Antonio Club Elects 


San Antonio Life Managers Club 
have elected J. Frank Powell, New 
York Life, president. Roland Aycock, 
Southland Life, was named vice-pres- 
ident, and Rex Cruse, Acacia Mutual 
Life, secretary-treasurer. Newly-elect- 
ed directors are: Forrest Wood, Mu- 
tual Life of New York; Robert Hicks, 
Crown Life; and Philip Shrader, 
Southwestern Life. 

The officers will serve for six 
months to conform to the year of Gen- 
eral Agents & Manager Council. 





Penn Mutual Agency Assn. 
Elects H. M. Faser President 


Penn Mutual General Agency Assn., 
meeting in Atlantic City, has elected 
Henry M. Faser of Boston president, 
succeeding William J. Nenner of Cleve- 
land; John E. Spence of New York 
City and G. Sydney Barton of Los An- 
geles vice-presidents; Ray Patterson 
of Indianapolis secretary; H. Gray 
Hutchison of Raleigh, N. C., assistant 
secretary, and C. Robert Irwin of New 
York City treasurer. 





Trio Honored by Syracuse Agents 
The Syracuse Life Underwriters 

Assn. paid tribute to three of its re- 

tiring members at a luncheon in the 


Hotel Syracuse which was attended 
by more than 500 pérsons. Those con- 
gratulated were Paul N. Conway, 27 
years service, forraerly with John 
Hancock; Arthur Lewis, 36 years serv- 
ice, Mutuai Benefit Life, and Robert 
NS YNeill, 28 years, Continental 
American Life. H. Bruce Palmer, pres- 
ident of Mutual Benefit Life, spoke. 





N. Y. City Sales Congress 
Scheduled for March 14 

New York City Life Underwriters 
Assn. will hold its annual all-day sales 
congress at Hotel Sheraton-Astor 
March 14. Bernard A. Haas, general 
agent of Manhattan Life, has been ap- 
pointed chairman. 





Oakland Assn. to Hold LUTC Class 


Oakland-East Bay Life Underwriters 
Assn. will sponsor a LUTC A&S course 
at Oakland Junior college, starting 
Feb. 14. W. Edwin Hobson, Paul Re- 
vere Life, will be the instructor. 





Boston Group Assn. to Meet 

Boston Group Representatives Assn. 
will hold a luncheon meeting Feb. 4 
at Hotel Touraine. M. G. McDonald, 
actuary in the Massachusetts depart- 
ment, will speak. 





Fort Wayne Assn. Elects Schick 

Fort Wayne Life Underwriters Assn. 
has elected Ray J. Schick, New York 
Life, president to succeed Clyde L. 
Mitchell, John Hancock. Other officers 
elected were: Joseph Clevenger, Guar- 
antee Mutual Life, vice-president; 
Robert H. Knipper, Monumental Life, 
secretary; and Charles Dickerson, Em- 
pire L.&A., treasurer. 


D. C. Assn. Cites Baldwin 

District of Columbia Assn. of Life 
Underwriters has presented its annu- 
al Wilner memorial award to Joseph 








S. Baldwin, Northwestern Mutual, 
Washington. 
E. C. Childs, assistant director of 


Purdue institute, addressed Flint Life 
Underwriters Assn. on “A Twenty- 
Four Inch Road to a Sale” last week. 





Robert M. Feemster, chairman of 
the Wali Street Journal, was guest 
speaker at a meeting of Los Angeles 
Life Managers Assn., last week. 





Syracuse—Leon B. Tracy, associate 
director of agencies of Prudential 
spoke at a luncheon meeting on “In- 
tegrating Sickness and Accident with 
Life Sales.” 


THE LONG 
AND SHORT OF IT: 


LONG ON COVERAGE — SHORT ON PRE- 
MIUM. Those are the distinguishing character- 
istics of Occidental’s new 10 and 15 year Addi- 


tional Term Riders. 


These new riders do a “man-size” job by providing 
the largest amount of immediate protection for the 
smallest possible outlay. And it is fully convertible 
for the man who wants to build that permanent 


insurance program. 


Written in amounts as high as 2!/, times the face 
amount of the policy, the Additional Term Riders 
are available on Life, Endowment, and most Term 
plans including some forms of reducing term in- 
surance (21/, times the commuted value). 

RATES? For $3.44 a thousand at age 25, a man 
can buy additional coverage up to $25,000 on a 
10 year rider for a $10,000 chassis policy. That's 
right, $25,000 of 10 year coverage for $86 a year! 


"A Star in the West. 







HOME OFFICE: Los Angeles 
W. B. STANNARD, Vice President 


"WE PAY AGENTS LIFETIME RENEWALS .. . 





+ as 


THEY LAST AS LONG AS YOU DO" 
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Sees Comprehensive 
Major Medical as Big 
Improvement in A&S 


CHICAGO—Comprehensive major 
medical with an initial deductible, co- 
insurance, broad coverage and high 
maximum benefits is the best ap- 
proach developed yet toward improv- 
ing the calibre of A&S, Ray McCul- 
lough, assistant group underwriter of 
Equitable Society, told the first group 
forum sponsored by Health Insurance 
Assn. of America for three days at 
Drake Hotel. 

One of the most important advan- 
tages of this coverage, as originally 
proposed and sold, was its simplicity. 
However, Mr. McCullough warned 
that the conglomeration of different 
types of such plans offered today has 
prevented it from realizing its full 
sales potential. 

Due to a highly competitive, com- 
plex market, Equitable Society be- 
lieves the key to the promotion of 
comprehensive major medical is a 
thorough and continuous educational 
program for its sales force. The com- 
pany uses educational meetings, group 





ACCIDENT & SICKNESS 





department releases, and _ regional 
sales clinics. 
The type of comprehensive major 


medical expense plan which seems to 
have gained the widest acceptance, 
Mr. McCullough noted, is one with 
an initial deductible ranging from $25 
to $50 on an all cause, calendar year 
basis, a limited area of full coverage 
for hospital charges with all other cov- 
ered expenses reimbursed on a 75%- 
25% or 80%-20% coinsurance basis. 
The plan has a lifetime maximum for 
all causes with the right to reinstate 
by furnishing satisfactory evidence of 
insurability. 

Considering some current under- 
writing problems, he pointed to the 
difficulty in establishing a rate struc- 
ture when a regular base plan is con- 
verted to comprehensive major medi- 
cal. In evaluating the experience un- 
der the base plan, Equitable attempts 
to determine what the claim ratio un- 


Hear...see...feel... 
the impact of 
group benefits 


. .. in a dynamic new motion picture in full 
color! This moving, realistic film shows man- 
agement how to get the greatest return on its 
investment in group insurance and pensions 
through improved employee attitude and in- 
creased work effectiveness. 


Fair warning: this movie, “THe LiFETIME 
Look,” is going to be talked about because 
it adds such a dramatic new sales dimension 
to group benefits. 


If you’d like to see... or use “THE LirETIME 
Loox,” just call our local office. 


CONNECTICUT 
GENERAL 


Life Insurance Company, 
Hartford 15, Connecticut 


der the base plan would have been at 


the company’s manual premium rates. 


“Our major medical expense rate 
structure,” said Mr. McCuilough, “is 
designed to weigh more sensitively 
than the rate basis used for conven- 
tional hospital and surgical expense 
plans, the characteristics of the group 
which may affect the claim ratio, tak- 
ing into account the ages, earnings, 
and location of the employes, as well 
as the female and dependent distri- 
butions. In addition, we believe that 
the deductible and coinsurance may 
help correct adverse claim _ ratios 
which can be attributed to a high 
claim frequency.” 

Equitable’s efforts in extending 
comprehensive major medical to re- 
tired employes and dependents are 
made difficult by the absence of an 
adequate statistical base on which cost 
estimates can be made. He said that 
from the company’s limited experience 
in continuing basic hospital and sur- 
gical expense benefits for pensioners, 
this is a very expensive area of cov- 
erage, and it is anticipated that it 
will be at least proportionately as cost- 
ly to underwrite comprehensive bene- 
fits for these older lives. 

In proposing pensioners’ plans Equi- 
table recommends that the scope of 
covered charges be the same as that 
for active lives, Mr. McCullough con- 
cluded. “Our plans for retired em- 
ployes include a deductible of at least 
$50 which is applicable to all covered 
charges. We believe that all expenses 
should be reimbursed on a 75%-25% 
or 80%-20% coinsurance basis, elimi- 
nating in the pensioners’ plan any 
area of full coverage for hospital 
charges that may be in force for the 
active employees. As a further con- 
trol on cost we limit the pensioner 
and separately each of his dependents 


to a maximum of $2500 for all causes. 
This maximum benefit which cannot 
be reinstated is in addition to any 
benefit paid to the pensioner or his 
dependents during the employee’s 
years of active employment.” 


Organize New IAAHU 
Chapter in Michigan 


BATTLE CREEK—Southwestern 
Michigan chapter, International A&H 
Underwriters, was organized at a 
meeting in suburban Galesburg dur- 
ing the past week. 

Robert Osler, vice-president of 
Rough Notes addressed some 60 agents 
from Battle Creek. Kalamazoo, Benton 
Harbor and Grand Rapids, citing the 
value of a strong association both from 
the agent’s and the insurance buyer’s 
standpoints. 

Bruce Gifford, the International as- 
sociation’s managing director, wel- 
comed the new group. Organizational 
and nominating committees were 
named to complete details of organiza- 
fion and selection of permanent offi- 
cers. Roy H. Mathews and E. H. Mag- 
nuson of Federal Life & Casualty took 
the lead in formulating the necessary 
committees. On the _ organization- 
al committee are Harold Sundberg, 
Washington National; Lennie Heath, 
Prudential; Dean Johnson, Federal 
Life & Casualty, all of Battle Creek; 
Rod Lenderick, Continental Assur- 
ance; William Minor, Federal Life & 
Casualty; Jack Follett, Monarch Life, 
all of Kalamazoo. On the nominating 
committee are Robert Fleming, Con- 
tinental, Del Patterson, Republic & 
National, Battle Creek; Loree Harvey, 
Equitable of Iowa, and Julian Farwell, 
Metropolitan, Kalamazoo. 





FTC Examiners Cite 
AdS Ads of Sterling, 
National Bankers Lite 


Federal Trade Commission hearin 
examiners have ordered Sterling of 
Chicago and National Bankers Life of 
Dallas to stop using allegedly false ag. 
vertising in the sale of A&S. policies 
The orders may be appealed, stayeq 
or docketed for review. 


Examiner Laughlin ruled that Step. 
ling’s advertising misrepresented the 
duration of coverage, the number and 
kinds of accidents and sicknesses coy. 
ered, the amounts payable for hos. 
pitalization, surgery and doctors’ bills 
and that certain benefits are payable 
for life. But he did not sustain charges 
that the company had misrepresenteg 
that applicants’ pre-existing health 
conditions would never be taken into 
consideration. 


Examiner Haycraft ruled that Na- 
tional Bankers misrepresented the 
number and types of accidents and 
illnesses covered, the amount paid for 
surgical bills and doctors’ fees, and 
the benefits payable for accidenta] 
death. However, he dismissed the 
charge that the company misrepre- 
sented that its policies might be con- 
tinued by insured until age 100 
through timely premium payments. 


Complete Fourth DITC 


at Butler University 


Indianapolis A&H Assn. has just 
completed its fourth consecutive DITC 
course at Butler university where the 
first DITC course in the country was 
pilot-tested. 

Weekly reports of field activity, one 
of the requirements for earning the 
certificate of completion of the 13- 
week course, showed that the number 
of A&S sales by class members at the 
close of the course period was 2.4 
times greater than at the beginning. 

One class member, new to the busi- 
ness at the beginning of the course, 
was among company leaders at the 
finish. Another class member, a $750,- 
000 life producer who had never writ- 
ten an A&S case before enrolling, ev- 
en though his company has been in 
the A&S business three years, was 
selling A&S at the rate of three poli- 
cies a week by the close of the course 
and reported his life sales had also 
grown. 

Composition of the class ran from 
the extremes of a 12-time MDRT qual- 
ifier to a brand new man just under 
contract. 

Plans for the fifth DITC at Butler 
during the spring semester are now 
underway. Organization of the new 
course is being directed by W. Harold 
Petersen, American United Life. 


VA Speaker in Milwaukee 


Guy Williams, contact officer for the 
Veterans Administration in Wisconsin, 
spoke on “Disability Benefits for Vet- 
erans” at the January luncheon meet- 
ing of A&H Underwriters of Milwau- 

ee. 

Richard E. Mueller, Provident Life 
& Accident, president, announced the 
appointment of John F. Rogers, John 
Hancock Mutual, as 2d vice-president 
to succeed Don T. Williams, Metro- 
politan Life, who has resigned. Donald 
J. Hoeller, Voss agency, succeeds Mr. 
Rogers as a director. 


Illinois A&S Underwriters 
Hear Management Views 


Jerome F. Kutak, president and 
general counsel of Guarantee Reserve 
Life of Hammond, was speaker at the 
January meeting of Illinois A&S Un- 
derwriters Forum. He spoke before a 
group of 40 on the topic, “Underwrit- 
ing Viewed by Management”. 
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Find 100% Increase ried. These broader coverages have BJlye Cross Rates Raised 18% in Indiana 
been made available to dependents as rere 
: INDIANAPOLIS—Threats of un- the clinic plan several months ago 
well as the active employes them- . rae ; pts ; 3 
ion-operated clinics and of a legisla- because of the opposition of physi- 


in Group A&S Plans 
for Retired Employes 


A study of 129 group A&S plans 
representing a cross-section of the 
types of coverage in force among 
many U. S. industries shows a 100% 
increase in the last four years in the 
number of plans which help pay hos- 
pital and doctor bills after retirement, 
according to Health Insurance Insti- 
tute. 

The comparison study of the sample 
number of health insurance plans re- 
vealed that as of last December, 62 of 
the plans, affecting 3.1 million work- 
ers, offered insurance at the retire- 
ment age. This figure represents an 
increase of 1.6 million persons over 
January, 1953, when only 25 of 106 
plans surveyed, affecting 1.5 million 
employes, offered similar coverage. 
Since the majority of the 62 plans 
also continue protection for depend- 
ents of retired employes, the number 
of people eligible for such coverage 
can be more than double the 3 mil- 
lion figure. 

An upward trend in the types of 
medical care benefits for retired em- 
ployes was further revealed in the 
survey. During the past four years, 
the number of plans in this sampling 
providing for in-hospital medical ex- 
penses has nearly tripled, while at 
least 16% of them now provide major 
medical coverage at retirement. In 
January, 1953, no protection for re- 
tired employes was available against 
major medical expenses. In addition, 
this coverage includes the dependents 
of the retired worker. 

Growth in the number of medical 
care plans offering continued cover- 
age for retired workers through indi- 
vidual policies also was noted. Two 
plans in January, 1953, provided cov- 
erage by a change from group to in- 
dividual policies. Last December, 11 
plans offered this conversion. Now 73 
of 129 plans provide A&S coverage for 
retired workers, as against 27 of the 
106 plans in January, 1953. 

e e * 

The study of group health insur- 
ance plans in force through insurance 
companies among the cross-section of 
American business indicated that the 
types and amounts of medical care 
benefits provided to active employes 
have also broadened and _ increased 
during the last four years. The num- 
ber of plans providing for in- 
hospital medical expenses (non-sur- 
bical) doubled between January, 1953, 
and December, 1956. The number of 
plans providing major medical in- 
creased 6-fold during the 4-year pe- 





TRAINING DIRECTOR 
$12,000 


A man with combination company experi- 
ence is preferred but a man 35 to 40 with 
ordinary experience who can set up and 
administer a training program for a me- 
dium size southern company will be con- 
sidered. This is a progressive company 
and the training director must be the type 
of a man who can spark their program. 


For this and other top nositions which we 
wi!l handle confidential’y, Write 


FERGASON PERSCNNE!. 


320 S. Wells S:reet Chicago 6, Iil. 
HArrison 7-9040 














selves. 

Four years ago, 78% of the plans 
paid $10 or less for daily room and 
board and only 10% paid $14 or more 
or the full cost of semi-private ac- 
commodations. Today, only 29% pay 
$10 or less and 50% pay $14 or more 
per day or the full cost of semi- 
private rooms. In January 1953, 46% 
of the plans paid less than $200 for 
special services and only 22% paid 
over $400 or set no limits for such 
services. Currently, only 17% of the 
plans pay less than $200 and 41% 
pay over $400 or set no limit for 
special services. 

Earlier, 37% of the plans set limits 
of 31 days for benefit payments under 
basic hospital contracts, and only 15% 
provided for 120 days or more. By 
December 1956, only 12% of the plans 
were for 31 days’ duration and 37% 
were for 120 days or more. As of 
January 1953, 21% of the plans paid 
a maximum of $200 or less for the 
cost of operations, and only 18% pro- 
vided for a maximum of $300 or more. 
Today, only 4% are paying a maxi- 
mum of $200 or less for surgery, and 
49% pay $300 or more to cover the 
cost of operations. 

The 4-year comparison of medical 
care benefits provided to active em- 
ployes and employes at retirement 
through group insurance plans was 
conducted to measure the trend in the 
growth and expansion of voluntary 
A&S through insurance company pro- 
tection plans. 


FTC Hears Appeal in 
American L.&A. Case 


Federal Trade Commission has taken 
under consideration the arguments by 
its attorneys in their appeal from 
Examiner Cox’s dismissal of FTC’s 
false A&S _ advertising complaint 
against American Life & Accident of 
St. Louis. 

Francis C. Mayer of FTC legal 
staff said Examiner Cox erred last 
September when he dismissed the 
charges without prejudice on grounds 
that the complained-of practices had 
been discontinued. The company’s ad- 
vertising was false and misleading on 
several points and has not been dis- 
continued, Mr. Mayer argued. He said 
FTC has ruled that similar advertis- 
ing in other cases was false and mis- 
leading. 

A. Alvin Layne, counsel for Amer- 
ican Life & Accident, supporting the 
examiner’s decision, said the company 
abandoned radio advertising, replaced 
a brochure and revised its advertis- 
ing. The company complied with the 
old FTC trade practice rules for the 
mail order industry, filed its adver- 
tising with the commission, cooper- 
ated to the maximum with the FTC 
staff and gave every evidence of 
good faith, he asserted. 





Marsh Organizations Honor Roesser 

Two engraved plaques and a wrist- 
watch have been presented to Eugene 
F. Roesser as most valuable associate 
for 1956 and as leader of J. D. Marsh 
& Associates, general agents of Lin- 
coln National Life and financial plan- 
ners of Washington, D. C., and their 
subsidiary companies, Hufty, Eubank 
& Russell, Inc., Colson, Marsh & Co., 
and Marsh Estate Planning Associates. 
The annual awards, for the first time 
won by the same person, were pre- 
sented at a dinner at Columbia Coun- 
try club. 





Life Associations 
San Francisco—William North, New York 
Life, Evanston, addressed a breakfast meeting. 


tive. investigation greeted the an- 
nouncement this week of an 18% 
increase in Indiana Blue Cross rates. 
The Indianapolis Times, which has 
criticized Blue Cross in the past, gave 
the story a four-column, page one 
position and commented that the in- 
crease was approved despite a $2,- 
353,126 profit reported cn the last 
Blue Cross annual statement. The pa- 
per also charged that 11 months ago, 
Blue Cross had promised it would not 
raise premiums in 1956 or 1957. 

The Times further pointed out that 
in 1956, Blue Cross purchased the 
Terminal building, in downtown In- 
dianapolis for $1,650,000 but said that 
Guy Spring, executive director of Blue 
Cross, declares the purchase had 
nothing to do with the rate increase. 

The threat of union clinics came 
from Max Brydenthal, president of 
Chevrolet local 23, UAW, and H. K. 
Clodfelter, president of Allison (Gen- 
eral Motors division) Local 933, UAW. 
Clodfelter said his union had dropped 


cians but that it will now renew ef- 
forts to establish them. 

Threat of legislative investigation 
came from Sen. J. R. Townsend Jr., 
who charged that an 18% increase is 
“considerable.” He said he felt the 
situation should be “looked into.” 

The president of Marion County 
(Indianapolis) Medical Society said 
his organization is already investigat- 
ing the cost of patient care. He de- 
clined to comment on the Blue Cross 
rate increase until the society’s study 
is completed. 





Northern Life Proposes Stock Split 

Directors of Northern Life have pro- 
posed to double the company’s capital 
stock to $2.4 million from the present 
$1.2 million and at the same time rec- 
ommended a five for one stock split 
creating 120,000 shares at $20 each, 
compared to the present 12,000 shares, 
each with a $100 par value. Northern 
Life assets at the end of 1956 amount- 
ed to $85.3 million and life in force 
totaled $326,200,000. 


MANUFACTURERS LIFE 
REPORTS ON 1956 


70th ANNUAL REPORT SHOWS RECORD YEAR 
OF SOUND PROGRESS 


BUSINESS IN FORCE.............. 


NEW BUSINESS . 


NET INCREASE BUSINESS IN FORCE.......... 


ASSETS 


INCREASE IN ASSETS............ 








IN THE UNITED STATES 


MANUFACTURERS LIFE opened Branch Offices in Miami 
and Boise in 1956 to bring its expanding United States 
organization to a total of 23 offices. The 70th Annual Re- 
port of the Company shows that new business in the United 
States exceeded $100,000,000 for the second consecutive 
year, Business in force in this country is now $705,000,000 
which represents 30% of the Company’s total business. 


$2,323,393,190 
326,385,215 
211,050,593 
716,486,248 
63,706,156 
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NOTE 
OVER ONE BILLION IN FORCE 


FIDELITY starts 1957 with 


A WELL-BALANCED COMPANY 


... more than one billion dollars 
Life Insurance In Force 


..- more than $320,000,000 of assets 


... a 1956 agency force achievement 
of more than $120,000,000 


new paid business 
The 
FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA © PENNSYLVANIA 








Conn. Mutual Cites 
Five General Agencies 
for Development Work 


President’s organization 
were presented at Connecticut Mu- 
tual’s 4-day general agents conference 
at Hollywood, Fla. 

The awards went to the David B. 
Fluegelman and Halsey D. Josephs 


Bates and Melzar C. Jones agencies 
in Los Angeles, and the Floyd A. Ros- 
enfelt agency in Toledo. 

The five trophies, awarded annually 
for outstanding agency development 
work, are objects of keen competition 
among the general agents. This mark 
the seventh consecutive year the Jo- 
sephson agency has won a trophy. The 
Rosenfelt and Fluegelman agencies 
are also repeat winners from last year. 

More than 100 general agents and 
home office people, many accompa- 
nied by their wives, attended the con- 
ference. Principal speakers included 
Peter M. Fraser, chairman; Charles J. 
Zimmerman, president; Vincent B. 
Coffin, senior vice-president; Ray- 
mond W. Simpkin, agency vice-presi- 
dent; Horace R. Smith and E. A. Starr, 
superintendents of agencies, and E. G. 
Walls Jr., assistant superintendent of 
agencies. 

Awards to general agencies for out- 
standing work in conserving insur- 
ance in force were presented to Her- 
bert C. Remien, Grand Rapids; Harry 
H. Kail, Cleveland; Paul A. Hummel, 
South Bend; Paul C. Otto, Davenport; 
George G. Shoemaker, Springfield, 
Mass.; Frank H. Wenner, Utica; Stew- 
art H. Welch Jr., Birmingham, and 
Max S. Caldwell, Salt Lake City. The 
Remien agency has won a conserva- 
tion award for 16 consecutive years. 





In the Southeast, Liberty Life has become 
a fountainhead of broad, flexible pro- 
grams to meet nearly every modern 
insurance need...and of vital capital that 
is helping to finance the tremendous 
growth of this important region. 








Special recognition was paid to 
these general agents who posted the 
top increases in paid volume in 1956: 
Jack K. Gannon, Seattle; E. D. Shep- 
herd Jr., Houston; Philip F. Hower- 
ton, Charlotte; Charles E. Stumb, De- 
troit; and A. V. Pritchartt, Memphis. 








Palmer Appointment 
Hailed by GAMA Paper 


‘GAMA News, publication for In- 
dianapolis General Agents & Managers 
Assn., has saluted the appointment of 
Alden C. Palmer as Indiana insurance 
commissioner. 

The paper, is an editorial, said that 
Gov. Handley “has given us a man of 
broad experience in the business, a 
figure of national reputation that will 
bring credit on the state in the national 
councils of commissioners, a man of 
judgment and fair play, and a man 
beholden to no politician or company— 
utterly incorruptible.” 





1,300 Die in Catastrophes in ‘56 

Catastrophes, accidents in which 
five or more persons are killed, took 
1,300 lives in the U. S. in 1956, down 
150, according to Metropolitan Life. 

The 1956 record reflected a smaller 
death toll in major catastrophes, those 
in which 25 or more are killed. Five 
major catastrophes took 270 lives in 
1956, down four catastrophes and 
down 330 lives. 

In 1956, major hurricanes, floods and 
tornadoes took 25 lives, down 425. One- 
fourth of the 1956 catastrophic deaths 
were caused by motor vehicle acci- 
dents. Conflagrations caused one-fifth 
of the total. 





W. G. McClelland, general agent for 
Indianapolis Life at Kokomo, Ind., has 
reached the 1,200-mark in member- 
ship in the company’s App-A-Week 
Club, which amounts to more than 23 


trophies 


agencies at New York, the Edward B. 





The Mutual Benefit Life 
Insurance Company, Newark, N. J. 


— 


your Mutual 
g Benefit 


OY. Life Man 





| , “It’s 
planning 
that turns 
prospects 
into 
clients.” 


It takes thoughtful planning 

to produce anything worthwhile— 
from a best-selling novel to a 
slum-clearance program. And 
Mutual Benefit Life’s basic 
philosophy holds that any man’s 
financial future deserves the same 
careful planning. All Mutual Benefit 
Life men like Richard I. Schatz 
of New York City believe this, 
too—and are thoroughly trained to 
put it into practice. We think it’s a 
major reason for their success with 
the clients they serve . . . clients 
who know that a policy is no 
substitute for a plan. 
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Self Insurers Face 
$3 Million Tap in 


DBL Reserve Return 

NEW YORK—Representatives of 
Self-Insurers Assn. and the joint com- 
mittee on industrial and lavor con- 
ditions of the state legislature have 
scheduled further conferences on the 
question of reserves under the disa- 
pility benefits law. The law provides 
for payments of benefits to sick un- 
employed out of a special fund. This 
fund is replenished each year by as- 
sessment on insurers and self-insur- 
sever, the insurers also created 
reserves of their own, now estimated 
to aggregate $27 million. Last year the 
committee sponsored a bill to require 
insurers to deposit all of their reserves 
in the special fund. 

But the self insurers pointed out 
that if insurers were required to do 
this, self insurers would have to make 
proportionate similar deposits. This, 
self insurers estimate, would cost 
them $3 million. 

The self insurers last year asked 
further study of the matter because 
of the impact on them, and the com- 
mittee bill was withdrawn. What is to 
be done with insurer reserves still is 
being discussed. Efforts have been 
made for some time by several groups 
of employers and unions, notable in 
the hotel and restaurant field, to get 
the insurer reserves returned to these 
group insured, or at least a portion of 
them after the special fund is built to 
a certain amount. 

Self-Insurers Assn. points out that 
the special fund, which started off at 
$12 million, has never needed more 
than $850,000 a year to replenish it. 





Mass. Ex-Lt.-Governor VA 


Insurance Director 


WASHINGTON—Veterans Admin- 
istration has appointed Sumner G. 
Whittier chief insurance director to 
succeed James A. Finigan Jr., who 
resigned Dec. 17. Mr. Whittier was 
lieutenant-governor of Massachusetts, 
1953-56. He was in the state legisla- 
ture for 10 years and was the unsuc- 
cessful Republican candidate for gov- 
ernor in the last election. He has no 
insurance background. 

VA services nearly 6% million Na- 
tional Service life insurance policies 
with a face value of more than $40 
billion. 





North-Central Round Table 
of Life Advertisers Slate 


Chicago Meeting April 18-19 

The North-Central Round Table of 
Life Advertisers Assn., scheduled for 
April 18-19 at the Drake hotel, Chi- 
cago, will feature “brainstorming” 
sessions to help solve current prob- 
lems in advertising, sales prcemoiion 
and public relations. The chairman is 
Albert N. Beardshear, American 
United Life. Other committee mem- 
bers will meet with Mr. Beardshear at 
Chicago in February to make final 
program plans. They are _ Robert 
A. Chatfield, Continental Assurance; 
Jack W. Currier, Ohio State Life; Rob- 
ert L. Fontaine. Continental As- 
surance; Keith J. Noselius, Central 
Standard Life; Samuel J. Osborn, Ohio 
National Life; John P. White, Lincoln 
National Life, and Ernest J. Wills, 
Equitable Life of Iowa. 





David S. Kimball, former executive 
vice-president of Pacific American 
Life of Houston, has been named vice- 
president and director of agencies of 
eaahington Standard Life of Little 
ock. 





NW Mutual Experiences New Low Mortality Rate 


MILWAUKEE—The lowest mortality 
rate in its 99-year history has been 
reported by Northwestern Mutua! Lise. 
Victor E. Henningsen, actuary, an- 
nounced that the company’s 1956 mor- 
tality rate is 14%% under its previous 
low-record mark, set in 1954. 

There were only 9,053 deaths among 








Introduce Group Lite 
Limit Bill in Tenn. 


A bill to require conversion privi- 
leges for insured under group life con- 
tracts, except credit life policies, deliv- 
ered in Tennessee has been introduced 
in the state house of representatives. 

The bill also would limit the amount 
of term which can be issued under 
group policies, in accordance with the 
20 40 recommendations of National 
Assn. of Insurance Commissioners. 

The senate and house have passed a 
bill requiring foreign life companies 
to file the same information as domes- 
tic companies about their real estate 
holdings. A service of process bill also 
was passed. Gov. Clement is expected 
to sign the bills soon. 





Johnson Urges Greater 
Use of Living Benefits 


Agents should seek necessary pro- 
cedures to increase the use of living 
benefits of life insurance, especially 
the building of retirement incomes, 
because it is from this side of life in- 
surance that the greater flow of cap- 
ital comes, Pesident Holgar J. John- 
son of Institute of Life Insurance told 
Baltimore Assn. of Life Underwrit- 
ers. 

Term and group, which have grown 
so rapidly in recent years, provide 
death benefits only and do not re- 
quire reserves in the same proportion 
as the other plans and, hence, do not 
produce as much new capital, he said. 

Life companies have made an im- 
portant contribution toward family 
financial security by increasing the 
protection totals at a smaller relative 
outlay, he said. The aggregate life in- 
surance protection of families has 
grown in the past decade from $170 
billion to $415 billion, while the out- 
lay per $1,000 by the public dropped 
one-fourth. Among the factors con- 
tributing to this was the tremendous 
growth of group and term. 

But now that the protection base 
has been increased to more than $9,- 
G00 per insured family, it may well 
be timely for the business to put 
greater emphasis on the living benefit 
side of life insurance, such as its re- 
tirement use. This would greatly 
broaden the effectiveness of family 
life insurance plans and increase the 
funds accumulated back of the poli- 
cies, a trend which would bring about 
a greater flow of new capital for the 
economy, he said. 





St. Louis Managers Hear 


Earl Jordan of Chicago 


St. Louis General Agents & Man- 
agers Assn. started off the new year 
with a January dinner meeting at- 
tended by about 60 general agents 
and managers in the St. Louis area. 
The speaker, Earl Jordon, general 
agent for Massachusetts Mutual Life 
at Chicago, covered many phases of 
agency operation, outlining briefly 
“musts” in general agency operations, 
including organization, prestige-build- 
ing, development and education. Mr. 
Jordon’s topic was “The Most Fasci- 
nating Job on Earth.” It was consid- 
ered to be one of the finest talks ever 
delivered before the association. 

At the meeting, William Kieffer, 
past president of the St. Louis General 
Agents & Managers Assn., presented 
a code of ethics for adoption by the 
genera! membership. 


more than a million policyholders, and 
more than $75.5 million in death bene- 
fits was paid to beneficiaries of 15,934 
policies on the 9,053 lives. 

The two major causes of death were: 
cardio-vascular (heart and blood ves- 
sel) diseases—60%; and cancer—18%. 
No other one cause of death accounted 
for 6% or more of the total. 

“Cardio-vascular diseases and can- 
cer take their greatest toll in the older 
age groups,” said Dr. Gamber F. Tegt- 
meyer, medical director. “The high 
percentages of deaths from these caus- 
es reflect, in part, the fact that more 
people are now living into the age lev- 
els hardest hit by these diseases.” 

“Until the death rates from these 
causes can be substantially lowered,” 
he added, “progress in raising the life 
expectancy of our elder citizens must 
continue to lag behind the improve- 
ment for other age levels.” 

The average age at death of North- 
western Mutual policyholders in 1956 
was 66.8.-It was 58.7 in 1931 and 62.2 
in 1946.:Thus, there has been a life ex- 
pectancy increase of 8.1 years in a 
quarter century and 4.6 years in just 
one decade. 


GAMC March Meeting 
to Treat Trends, PR 
Split-Dollar Plans 


WASHINGTON—General Agents & 
Managers Conference has announced 
three speakers for the sessions to be 
held during the midyear meeting of 
National Assn. of Life Underwriters 
March 24-29 at Roanoke, Va. 

Ralph G. Engelsman, life insurance 
sales consultant and former general 
agent of Penn Mutual at New York, 
will speak on future trends in life in- 
surance. John L. Lobingier Jr., direc- 
tor. of public relations of LIAMA, will 
discuss public relations and what the 
agency head can do about it. Harold 
Sloane, general agent of Continental 
Assurance at New York, will cover 
split-premium dollars as a means of 
getting agents into business insur- 
ance. 

Fred H. White, Massachusetts Mu- 
tual in Buffalo, is chairman of the 
GAMC program committee. 





Connecticut General has moved its 
district office at Long Beach, Cal., to 
a new l-story building at 3740 Long 
Beach boulevard. 





Fullmer Tebbs tells you 
about Op rtunity with 
Occidente 







“New states ... 
new management 
opportunity for you!” 


. . . says Fullmer Tebbs, successful Occidental manager in 
Salt Lake City. “Our Company is moving fast—the biggest 
expansion program in our 50-year history. Naturally, this 
means the sky’s the limit for those who can qualify for 
managerial positions in our new areas. You'll have the 
goods to sell, too . . . like Occidental’s new non-cancellable 


disability. It’s a real Agency builder. I know 


Attention: Excellent management opportuni- 
ties are now available in Georgia, Florida, 
Alabama, Mississippi, Tennessee. Write ’Cou 
Browne, vice president in charge of agencies. 


OCCIDENTAL .- — 
LY Srrurance Company OF NorTH CAROLINA 


HOME OFFICE * RALEIGH 
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Life of Georgia fieldmen are setting their sales for Washington, 
D.C., and the Sheraton-Park Hotel. Several hundred of the 
Company’s outstanding producers will be honored at a 1958 


convention in the nation’s capital. 
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, YQgQgQ QO 
DOR ye 4 
YV000 0 9 


UO 
) Q 
) Q 


g 


The Colonial Life 3 


Insurance Company of America 


Home Office: 
East Orange, New Jersey 








Arm Agents to Comp 


(CONTINUED FROM PAGE 10) 


—=>= 


ete in Pension Field 





counting, and a means of providingthe economy funnel through the com. 


tax free deferred compensation. 


The tight employment market will 
probably continue to get tighter for at 
least another five years until the 
bumper crop of war babies begins to 
emerge into the labor market. If the 
economic expansion continues, the 
problem of hiring and holding on to 
the right kind of employes will con- 
tinue to be acute even after that. 
Today even young people are security 
conscious, in addition to working con- 
ditions and pay rates, and are inter- 
ested in what the employer offers in 
the way of group insurance, sickness 
benefits and pensions. Where older 
experienced people are needed it is 
difficult to attract them without offer- 
ing some pension security. As more 
companies adopt pension plans they 
become an increasing factor in com- 
petition in the labor market. Pension 
plans serve reduced turnover among 
the more valuable and experienced 
employes. Mr. Hines recalled his ex- 
perience with good trained men in 
their 30s who have been offered a 
substantially greater salary with an- 
other employer and have been tempt- 
ed to go in order to have more money 
to meet their family obligations. How- 
ever, when they sat down and con- 
sidered what they would have to pay 
out of their salary to provide the same 
insurance protection and pension ben- 
efits which they were already get- 
ting, they nearly always found that, 
despite what appeared a sharp in- 
crease in salary, they would actually 
be working for less. 


Employe efficiency is improved 
when employe morale is improved, 
Mr. Hines pointed out. One of the 
most important factors in morale is 
seeing avenues ahead for promotion, 
and this occurs when people move 
out on retirement in an orderly way. 
Companies which move the superan- 
nuated into retirement regardless of 
the level of responsibility find that 
their organization is kept fresh and 
vigorous. 

A company which has no pension 
plan is deceiving itself in thinking it 
has no pension costs. Many of the 
costs are intangible or at least diffi- 
cult to measure. They arise from hold- 
ing on to people past their period of 
real usefulness, poor morale and turn- 
over. Some dollar costs can be meas- 
ured where the company pays some 
retirement allowance or severance 
benefits out of pocket, but most of the 
costs are hidden. A pension plan pro- 
vides for the orderJy funding of pen- 
sion costs with tax free dollars, the 
interest on which will keep the pen- 
sion costs at a controllable level. 
Sound cost accounting requires fund- 
ing pension costs in the same way 
that it requires depreciation accounts 
for plant equipment. 


The problem which concerns busi- 
ness as much as any other today is 
the problem of adequate compensa- 
tion for its supervisory and executive 
employes without having too much 
of the pay increase drawn off in in- 
come taxes. There is no better tax 
free deferred compensation known 
than the setting aside of dollars to 
provide retirement benefits under a 
qualified pension plan. More and more 
the advanced agent should be turning 
his attention to the corporate dollar. 
More and more as a result of the in- 
dividual’s tax burden, the savings in 





pany instead of the individual. Th 
top management people who make th, 
decision with regard to a pension play 
are the men most concerned in fing. 
ing ways and means to get more com. 
pensation free of income tax. The 
lend a receptive ear to the pension 
story. 


While the small employer may ly 
intrigued with the reasons he has 
heard advanced for trusteeing, he 
should be made to realize that his po. 
sition is quite different from that gf 
the large employer, Mr. Hines saiq 
The major difference between an jin. 
sured plan and a trusteed plan is not 
cost or flexibility, but the degree of 
responsibility assumed by the em. 
ployer. 


In a trusteed plan, the bank as. 
sumes no responsihility beyond using 
its best judgment in investing the 
employer’s segregated fund. Trustees 
today welcome trust agreements 
which give them carte blanche, and 
the last 10 years have been years in 
which they could scarcely make a 
mistake. But companies experienced 
in trust funds over a longer period 
know that when the going is rough 
they inevitably start looking over the 
trustee’s shoulder. Particularly where 
common stocks are involved, it is yet 
to be demonstrated whether either the 
banks or the company managements 
will have the fortitude to go on buy- 
ing when the market is dropping, the 
very time when they ought to buy 
if the theory is to work. No company 
without skilled investment men on its 
management staff can expect to re- 
lax comfortably with its iund in the 
hands of a trustee, especially if it isa 
relatively small fund. 

In a trusteed plan, the actuary as- 
sumes no responsibility beyond using 
his best judgment in applying a set 
of mortality, interest, and possibly 
turnover factors in measuring liabil- 
ities and funding amounts needed, Mr. 
Hines stated. The variety of actuarial 
judgment to be found and the mystery 
of the operation should make the 
small employer heware. He has no 
criterion for judging whether he is 
in proper hands or not. Moreover, the 
fluctuations in actual experience pos- 
sible in the small case are such as to 
make questionable any reliance on a 
fund standing entirely on its own feet. 


Actually, the employer is assuming 
the real responsibilities at least inso- 
far as his moral obligations are con- 
cerned. In a strictly legal sense, he 
may rely on a clause in the plan that 
he has no obligation beyond the suf- 
ficiency of the fund. Legally, nobody 
has any over-all responsibility, and 
the employe has only a hope. 

In contrast, if the fund is with an 
insurance company, it is merged for 
investments with all assets and shares 
in the total net earnings of the in- 
surer, with a guarantee of principal 
and an interest rate as a floor under 
its maximum performance. The actu- 
arial basis is institutional in character, 
influenced by the need of fulfilling 
guarantees to all policyholders with- 
out loss. While each case is expected 
to reflect in time its own mortality 
experience, the wide fluctuations pos- 
sible are backed by a method of pool- 
ing the risk. Technical problems of 
administration, keeping track of form- 
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er employes with vested rights and 
calculating benefits are handled by 
the insurance company. All of these 
services, by being spread among many 
groups, are accomplished by a more 
economical administrative cost. 

One institution, the insurance com- 
pany, is responsible for all these in- 
terrelated functions, as contrasted 
with three or four parties performing 
their individual acts, each washing 
his hands of liability for what the 
other fellow does, Mr. Hines asserted. 

It would be a foolish agent who 
posed as a pension expert if he is not 
one, and a timorous agent who shied 
away from a prospect because he is 
not an expert. Company group de- 
partments offer thorough service to 
assist him, including skilled field rep- 
resentatives to work with him. He can 
say with confidence that he can place 
the finest technical consultant service 
at the employer’s disposal. Those who 
raise questions as to whether an agent’s 
commissions are earned overlook the 
fact that the agent has a qualified 
staff which has rendered service—the 
insurance company’s group depart- 
ment. The agent’s function is to arouse 
interest in a pension study, know the 
right person with whom to deal, and 
see that proper consultant service is 
rendered. He should not offer this free 
service to the employer unless he has 
some control of the case and has a 
real prospect. But if this is the case, 
he can do a good job for his client 
with a minimum of time and effort 
on his part. 

6 e e 

The individual agent or broker can 
sell a pension plan to the small em- 
ployer where he has a contact with 
“the man who can say yes’. If he 
walks by such a prospect without 
talking pensions, he is missing an op- 
portunity, Mr. Hines declared. 

Whether a white collar pension 
trust should be self-administered or 
insured should depend on the number 
of enrollees and the concentration of 
annuity risk, not insurance risk, in 
the plan, according to Mr. Marks, who 
also spoke on this subject last sum- 
mer at the 1956 Million Dollar Round 
Table cruise aboard the liner Kungs- 
holm. 

There is little doubt that a self- 
administered trust of any size in to- 
day’s economy will earn more money 
up to the date of retirement than an 
insured trust, he said. The hook, how- 
ever, is the guarantee of the pension, 
which in a small trust of, for instance, 
under 100 participants could be very 
dangerous. 

e a * 

Money contributed to a self-admin- 
istered plan is put in on some pre- 
sumably conservative actuarial basis. 
Assuming that the table is conserva- 
tive and accurate, it still is possible 
for the trust to go broke because the 
table was designed for 100,000 people 
and is being applied to a very small 
group. Consequently, if this group 
lives too long the solvency of the trust 
may be affected. This is particularly 
true if there is a high percentage of 
income to one or two individuals un- 
der the trust. The solvency of the 
whole trust could depend on whether 
these persons live long or not. 

One obvious argument for a con- 
tributory trust is that, due to the con- 
tribution, more money is put into the 
retirement plan and more benefits are 
secured as a result, Mr. Marks said. 
He disagreed with another pro-con- 
tributory argument, terming it purely 
psychological. This is the feeling of 
certain employers that unless an em- 
ploye contributes something, no mat- 
ter how small the amount, there is 


little or no appreciation from the em- 
ploye. Mr. Marks agreed that in some 
cases there may be little or no ap- 
preciation, but he feels it is not be- 
cause the plan is non-contributory. 

An argument against a contributory 
plan is that the average employe is 
not interested in what his salary is 
supposed to be, but only in what his 
take-home pay is, because this is the 
amount he may spend. When a con- 
tributory plan is installed, the em- 
ployer can make up his mind that 
sooner or later he must raise salaries 
to make up for the amount contributed 
to the pension, Mr. Marks said. 

If this point is valid, the employer, 
when he raises salaries to make up 
for the pension, will have to pay an 
average $2.50 to $3 additional salary 
for each $2 contributed to the pension 
ment’s desire to install a pension must 
filter through the personal income tax 
of the participant. 

For the highly compensated em- 
ploye, Mr. Marks continued, this tax 
factor is blown up to a ridiculous 
extreme, since an employe earning 
$15,000 or $20,000 a year might have 
to devote $2,000 of his gross income to 
contribute $1,000 to the pension plan. 
This is not acceptable to this type of 
employe. 

The philosophy behind manage- 
ment’s desire to install a pension must 
determine the vested interest, accord- 
ing to Mr. Marks. If management is 
interested in installing a negotiated 
plan or a plan for expendable em- 
ployes who are only code numbers to 
management, a non-vested plan is ob- 
viously the best answer. 


When dealing with white collar em- 
ployes, however, some vesting usually 
is necessary because, if the plan is 
not vested, the average white collar 
person will have little or no confi- 
dence in the plan on the assumption 
that present management, whom he 
trusts, might be succeeded by a man- 
agement he would not trust. The new 
management might not like him, and 
he could lose his job at an advanced 
age with no vested interest. A white 
collar pension must have some vesting 
to be effective, Mr. Marks said. 

If a plan must be vested, he went 
on, the vesting should answer these 
tests: 

The vested interest should be some- 
thing which is not large in the early 
years, but becomes quite substantial 
as the years go on. This is the bait 
to keep the employe with the com- 
pany. 

The vested interest should be given 
in a form that is appreciated and 
valued by the recipient. One of the 
most frequently made errors in pen- 
sion planning that Mr. Marks has seen 
is the spending of much money and 
the giving of a vesting to a partici- 
pant of something he does not want. 

The first two tests should be ac- 
complished at the lowest possible cost 
to the corporation, consistent with 
their accomplishments. 

A pension plan’s funding should be 
determined completely by the vesting 
provisions, Mr. Marks said. For in- 
stance, a non-vested plan should be 
funded by self-administration, group 
annuity or deposit administration 
group annuity. A partially vested or a 
fully vested plan should be funded by 
either group annuity or combination 
funding or retirement income fund- 
ing. 

A white collar pension trust should 
cover white collar employes and not 
wage and hourly workers. The prob- 
lem of pension coverage for different 
classes of employes should be ap- 
proached differently, from opposite 


ends. Since the problems of a white 
collar employe are not the problems 
of a wage and hour worker, the an- 
swers to these problems are com- 
pletely different. If necessary, two dif- 
ferent plans may be installed to cover 
different classes of employes. It also 
is possible in extreme cases to have 
three different plans to cover three 
different classes of employes. 

The trend today in a white collar 
pension design would be toward non- 
contributory, partially vested insured 
plans, with as much flexibility in the 
implementation of the plan as it is 
possible to get, Mr. Marks said. 





LIAMA and GAMC Evaluate 

A 2-day pilot course in district man- 
agement study course was held at 
LIAMA headquarters in Hartford. 

Developed by LIAMA and promoted 
by General Agents & Managers Con- 
ference of National Assn. of Life U- 
derwriters, the study course is de- 
signed for district managers of com- 
bination companies. 

The pilot course, attended by 15 
persons, was held to go through the 
study course, make revisions or addi- 
tions and elicit comments from man- 
agers who have been moderators for 
the course during the past year. 


Life Companies Hold 
$13,968,000,000 in 
Public Utility Bonds 


U. S. life companies at the start of 
last year held $13,968,000,000 in public 
utility bonds, of which $13,537,000,000 
were bonds of U. S. corporations, rep- 
resenting an investment of $130 per 
policyholder, according to Institute of 
Life Insurance. The total funded debt 
of these utilities was $25 billion. 

Analyzing the life companies’ bond 
holdings as of the start of 1956, by 
type of operation, the institute found 
that $7,415,000,000 represented funded 
debt of electric light and power com- 
panies in the U. S. Gas utilities and 
natural gas pipelines in the U. S. ac- 
counted for $3,160,000,000, consisting 
of $1,884,000,000 in pipeline bonds and 
$1,276,000,000 in other gas utilities. 
U. S. telephone and telegraph company 
bond holdings were $2,434,000,000. The 
balance of the U. S. utility bonds, to- 
taling $528 million, included private 
water company, local transit and other 
miscellaneous utility bonds. 

U. S. life companies at the start of 
1956 also held $431 million in foreign 
utility bonds. 
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Postal 1956 Sales Rise 
to Record $37 Million 


Postal Life sales in 1956 totaled a 
record $37 million, up 45% while in- 
surance in force climbed to $158 
million. 

The Milton agency at New York led 
in volume with $6.3 million, in premi- 
ums and in lives. Arthur Milton, gen- 
eral agent, will receive the president’s 
trophy for the best all-around agency 
building job in 1956 at the general 
agents’ meeting at Washington Feb. 
1-2. 

Other leading agencies, all at New 
York, were Wolff with $5 million, 
Altschul with $5 million, and DeMian 
with $4 million. 

Dominick Dragonetti, assistant gen- 
eral agent of the Milton agency, was 
top personal producer with $1.2 mil- 
lion. 





Bankers of lowa GAs Meet 

The general agents from 47 agencies 
of Bankers Life of Nebraska convened 
this week at Lincoln for their annual 
conference. Tne three-day meeting 
began Tuesday morning and was con- 
cluded Thursday afternoon. 


B.M.A.’s New ‘Slide Rule’ 


KANSAS CITY—Business Men’s As- 
surance has filled more than 700 re- 
quests from over 300 insurance com- 
panies for the new build rate and 
blood pressure rate calculator devel- 
oped by B.M.A. 

News of the new calculator was first 
released in a story published in THE 
NATIONAL UNDERWRITER Nov. 9, 1956, 
and more than 350 requests were re- 
ceived by F.M.A. as a result of this 
story, in which B.M.A. offered to send 
a calculator free of charge to any home 
office underwriter or medical director. 

Users of the new slide rule praise its 
accuracy and efficiency in providing 
figures which formerly were available 
only through time-consuming refer- 
ence to underwriting manuals. Users 
also report increasing satisfaction with 
the calculator as they develop the hab- 
it of referring to it. Only after this new 
habit is developed does the effort-sav- 
ing advantage of the slide rule become 
fully apparent. 

Although requests are still coming 
in daily for the time saving calculator, 
a supply is still available. Anyone de- 
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GROUP COMMISSIONS RAISED! 


Increases Are Very Substantial 


Now you can earn much more in the Group Life field! 


In addition to our high commission schedule, Postal is particularly 


—Flexible Schedules—To better fit the needs of both the 
employer and employees. 


—Executives—Postal places larger amounts on executives 


—Baby Group cases (10-24 lives). 


—Guaranteed issues for pension trust or employee bene- 
2 fits where Group insurance is not desired. 


The new Group commission rates, combined with Postal’s high 
maximum schedules, means that you can place a large case all 
with us—and still earn more commission than if you were obliged 


You don’t have to be an “expert” to sell Group for Postal—we 
have the expert to work with you. You get the full commissions! 


For the new, much higher commission schedule, for information 
on Postal’s Group business, call one of our General Agents today! 





Postal Life of New York 


GEORGE KOLODNY, President ¢ 511 FIFTH AVE., N.Y. 17, N.Y. 














Calculator Is Popular 


siring to obtain one may do so by writ- 
ing Business Men’s Assurance Co., Re- 
insurance P.O. Box 76, Kansas City 41, 
Mo. 


Stalson School's 
Management Seminar 
May 19-June 14 


The School of Insurance Admini- 
stration, Greenwich, Conn., will give 
its third seminar in life company man- 
agement at the Lake Placid club, Lake 
Placid, N. Y., May 19-June 14. 

The course is designed for life com- 
pany officers who are being con- 
sidered for broader administrative po- 
sitions. Seminar members will be giv- 
en a concentrated, practical program 
in advanced management condensed 
into four weeks of study, instruction, 
and discussion. 

The faculty includes many out- 
standing life company executives and 
professional teachers from leading 
universities. 

According to J. Owen Stalson, school 
director, seminar topics will include 
approach to top management, agency 
administration, marketing problems, 
processing new business, policyholder 
service, investments, claimis- and set- 
tlements, controllership, office auto- 
mation, administrative techniques, co- 
ordination and control, organization of 
a life company, public relations, group 
projects, human relations, work stand- 
ards, legal aspects, techniques of su- 
pervising, management development, 
personnel administration, investment 
problems, and leadership. 





Crusader Life, New 


Kansas Insurer, Organized 


Crusader Life, a new negro-owned 
company, has obtained Kansas char- 
ter and established headquarters at 
Kansas City, Kan. The company plans 
to start writing business May 1. James 
H. Browne, vice-president of Douglass 
State Bank at Kansas City, Kan., is 
president. Other officers are William 
H. Young, vice-president and secre- 
tary, and Isadore Gross, treasurer. 
Capitalization has been set at $200,000. 
Pledges for stock subscriptions ex- 
= more than $100,000, Mr. Browne 
said. 





N. Y. Life Insurance Women Hear 
Talks on Small Group Pensions 


New York League of Life Insurance 
Women heard talks on pensions for 
small groups at the monthly meeting 
in the home office of Mutual of New 
York. 

Speakers were Richard B. Thomp- 
son, director of module sales of Mu- 
tual of New York, and Benjamin D. 
Salinger, general agent of Mutual Ben- 
efit Life at New York. Mr. Thompson 
discussed pension arrangements for 
small groups and Mr. Salinger talked 
about prospecting among small groups. 

The meeting was directed by Mrs. 
Ceil K. Sweid, Bankers Life of Iowa, 
league president, and Miss Hermine 
R. Kuhn, broker, educational chair- 
man. 





Midwestern Security to Build 

Midwestern Security Life is plan- 
ning to build a $5 million construction 
project of three units, one of which 
will contain an eight-story home of- 
tice, at Dallas. Included in the project 
will be a 100-room hotel and a com- 
mercial building. 





Chandler McKelvey, formerly with 
Mutual Life of New York, has joined 
the actuarial firm of George V. Stennes 
& Associates, Minneapolis. 


OASI Paid $5 Billion 
to 8,673,545 in ‘56 


WASHINGTON—The _ Department 
of Health, Education & Welfare Bives 
the following comparative figures for 
OASI: 

Beneficiaries on the roll Dec. 3}, 
1956, were 8,673,545; numbers esti. 
mated are 10,270,000 for 1957 and 1). 
193,000 for 1958. Benefit payments 
during 1956 were $5,360,813,247; estj. 
mates are $6,290,000,000 for 1957 ang 
$7,175,000,000 for 1958. Total of trust 
fund Dec. 31, 1956, $22,593,064,456; es. 
timates are $23,437,341,021 for 1957 
and $23,576,215,297 for 1958. Admin. 
istration of OASI amounted to $91,- 
045,037 in 1956; estimates are $118. 
883,000 for 1957 and $131,000,000 for 
1958. Ratio of administration costs to 
benefit payments in 1956 was 1.7%; 
estimates are 1.9% for 1957 and 1.8% 
for 1958. 

The budget calJs for $1.3 million 
for a national health survey and $351, 
000 “to strengthen public health pro. 
grams on accident prevention.” The 
Department of HEW said accidents 
cause 9 million injuries each year, in- 
cluding 300,000 permanent disabilities, 





Plan New Home Office 


for Home Security Life 


Home Security Life of Durham, 
N. C., will build a 5-story, $1.5 million 
home office at West Chapel Hill and 
Duke streets for occupancy by the fall 
of 1958. 

The building, to be used exclusively 
by the company, will contain 80,000 
square feet of floor space and be the 
first unit in a long-range plan for con- 
struction of two similar units to the 
rear, eventually providing 250,000 
square feet of space. The building will 
be on a 3-acre tract four blocks from 
the center of the city. It will provide 
parking area for 250 automobiles. j 





Lloyd H. Falgren, formerly director 
of agencies for Rushmore Mutual Life, 
has been appointed superintendent of 
agencies for Western States Life. 
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HOME OFFICE CHANGES 





American Life of New York 


Harold Allen, a partner in Allen & 
Co, New York securities firm, has 
been elected chairman of the execu- 
tive committee of American Life of 
New York. He also is a trustee of 
American Surety. 


Business Men’s Assurance 


John G. Phillipps has been elected 
vice-president in charge of reinsur- 
ance. He joined B.M.A. in 1953 as as- 
sistant to the vice-president. He was 
named assistant vice-president in 
1955. Mr. Phillipps is a past president 
of both Kansas City CLU chapter and 
Life Underwriters Assn. 

J. P. Baldwin is retiring as manager 
of B.M.A.s California branch office 
and as vice-president in charge of 
west coast branches. In recognition of 
his long and outstanding service, he 
has been named an honorary director 
of the company, a new office estab- 
lished by the board. 


Travelers 

Edward C. Crumley has been ap- 
pointed 2nd vice-president in the 
newly formed agency services depart- 
ment, which replaces the agency sec- 
retary’s department. Leroy F. Arvid- 
son and James D. Smith have been 
promoted to secretary and assistant 
secretary, respectively, in the new de- 
partment. Mr. Crumley, with Travel- 
ers since 1926, was named casualty, 
fidelity and surety manager at Pitts- 
burgh in 1945 and agency manager at 
the home office in 1947. Myr. Arvidson 
joined the company in 1935, becoming 
manager at Dayton in 1944 and as- 
sistant agency secretary in 1952. Mr. 
Smith joined in 1929, becoming man- 
ager at New Orleans in 1943 and man- 
ager of agency research for all agency 
departments in 1955. 

Archibald W. Baird has been named 
assistant secretary in the life, accident 
and group claim department. He 
joined the company in 1937 and was 
named examiner in the department in 
1941, 


General American Life 


General American Life has appoint- 
ed L. Wayne Kauble to the new posi- 
tion of group field vice-president. Two 
other men also received appointments. 
Edward Jackson was named manager 
of the group sales ‘and service depart- 
ment and J. P. Bugger was appointed 
manager of group accounting. 

Mr. Kauble joined the company in 
1928, and has been in the group divi- 
sion all but three of the last 28 years. 
He was made a group field representa- 
tive in 1940, handling group sales and 
service in a number of cities. In 1944, 
he was appointed supervisor of the 
group sales department, and, in 1955, 
superintendent, group sales and serv- 
ice, 

Mr. Jackson joined the company last 
year and has been working on special 
projects in the group division. Mr. 
Bugger, who joined the company in 
1941, was named assistant manager of 
group accounting in 1952 and has been 
acting manager of that office since last 
August. 


Northwestern National Life 


Walter K. Fritz with Northwestern 
National Life since 1953, has been 
named underwriting director, succeed- 
ing James Q. Taylor, 2nd vice-presi- 
dent in charge of underwriting who 
tetired Jan. 31 after 35 years with the 
company. Mr. Taylor joined North- 
western National in 1922 as chief un- 
derwriter and became assistant secre- 
tary and later underwriting director 
before being made 2nd vice-president. 
Mr. Taylor is one of six brothers, all 
of whom became well known in the 
life field. His oldest brother, the late 
Charles G. Taylor Jr., was president 








of Metropolitan Life at the time of his 
death in 1953. Mr. Taylor was with 
National Life of Vermont, Atlantic Life 
and Pan-American Life before joining 
Northwestern National. Mr. Fritz for- 
merly was head of the underwriting 
department of Capitol Life of Denver 
and also secretary and a director of 
that company. He was one of the or- 
ganizers of Institute of Home Office 
Underwriters and a past president of 
that group. 


Variable Annuity Life 


Robert J. Towne of Richmond, a 
senior partner in the actuarial firm of 
Bowles, Andrews & Towne, has been 
elected a director of Variable Annuity 
Life. He was actuary of Life of Vir- 
ginia from 1941 to 1948 and was in the 
actuarial departments of Aetna Life 
and Union Central Life. He is a fellow 
of Society of Actuaries. 


Mutual of New York 


A market development division has 
been set up in the sales department of 
Mutual of New 
York. Heading the 
new. division is 
Homer G. Wood, 
who has been ap- 
pointed assistant 
to Stanton G. Hale, 
vice-president for 
sales. He will work 
with Mr. Hale in 
devising new 
methods and im- 
proving exist- 
ing methods of 
merchandising and 
marketing. He also will be responsible 
for development of specific markets, 
development of recruiting and training 
methods required for these markets, 
and the testing of marketing techniques 
and new products. The division with 
study how all types of products are 
marketed in an effort to develop new 
techniques. Mr. Wood has directed mar- 
keting and research activities of Grey 
Advertising agency since 1955. He pre- 
viously was sales training coordinator 
of Lever Brothers Co., industrial staff 
psychologist of Rohrer, Hibler & Rep- 
logle of Chicago, and assistant profes- 
sor of psychology at Purdue univer- 
sity. 


Homer G. Wood 


Confederation Life 


James L. McLachlin has retired as 
vice-president and secretary after 42 
years with Confederation Life and has 
been succeeded by Marcus F. Auden, 
who has been associate secretary since 
January, 1956. 

Mr. McLachlin’s entire career has 
been with Confederation. He started 
in the actuarial department. He is an 
associate of Society of Actuaries and 
of Institute of Actuaries of Great Brit- 
ain. He is a past president of Canadian 
Assn. of Actuaries and Life Insurance 
Institute of Canada. 

Mr. Auden started with Confedera- 
tion in 1925 in the actuarial depart- 
ment and served at the London office 
1932-35. He is president of-Life Insur- 
ance Institute of Canada. 


Ohio National Life 


Samuel J. Osborn has been promoted 
to director of sales promotion by Ohio 
National Life. He previously was man- 
ager of field service in charge of ad- 
vertising and public relations, having 
joined the company in 1952 as assist- 
ant manager of field service. 


Protective Life 


Dexter L. Bush has been appointed 
supervisor of agencies for Alabama. 
Before joining Protective Life, he was 
with Pilot Life at Columbus, Ga., for 
3 years. He is past president of Co- 
lumbus Assn. of Life Underwriters. 





Metropolitan Life 

Eugene Holman, chairman and chief 
executive officer of Standard Oil Co. of 
New Jersey, has been elected a director 
of Metropolitan Life. 


Central Standard Life 


Central Standard Life has appointed 
Thomas F. Daly II as western field 
vice - president 
with headquarters 


in Los_ Angeles. 
Formerly vice- 
president since 


1950 and director 
of agencies eight 
years for Capitol 
Life, Mr. Daly be- 
gan his insurance 
career in 1930 
with Capitol Life 
as a salesman for 
the Thomas F. 
Daly agency of 
Denver, and later 
became general agent. 


Northwestern Mutual Life 
Taylor French has been appointed 

assistant director of agencies for the 

New York and New England terri- 





Thomas J. Daly II 


tories, succeeding John S. Stobbelaar 
who has become general agent at 
Denver. Mr. French, who _ joined 
Northwestern Mutual in 1951, has 
been an assistant in the induction di- 
vision of the agency department since 
1954. Before going to the home office, 
Mr. French was an agent at Streator, 
Ill. for the Moore district agency of 
the company at Ottawa, Ill. He is a 
past president of the Illinois Valley 
Life Underwriters Assn. 


Equitable Life of lowa 

Richard R. Deupree, Cincinnati, 
chairman of the board of Proctor & 
Gambel Co., has been elected to the 
board of Equitable Life of Iowa. 


Durham Life 

Edward T. Burr, vice president and 
actuary of Durham Life since 1946, has 
been advanced to senior vice-presi- 
dent, and Robert E. Marshall, associ- 
ate actuary, has been promoted to 
succeed him. 


Insurance City Life 

Robert D. Fitzgerald has been ap- 
pointed sales manager of Insurance 
City Life of Hartford. He was former- 
ly in the district agency division of 
John Hancock. 








CAN YOU PROSPECT? 


CAN YOU COMPETE? 


HERE’S YOUR ANSWER! 











GENERAL AGENT 
OPPORTUNITY 
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Do your prospects come directly from your own 
effort, ability and imagination and not from office 
leads, your supervisor, your manager? 

Can you show others “how to”? 


CAN YOU TELL A CONVINCING SALES STORY? 


If you’re doing well right now with what you've 
got, you'll do better with our proven competitive 
merchandising plans featuring dismemberment— 
lifetime income—top value income settlement 
option—and the premium payment plan of the 
future, Check-O-Matic. 


Can you inspire and show others “how to”? 


Do you enjoy competing with others? More 
important, do you compete with yourself? 
Can you instill this spirit in others? 


DO YOU REALLY WANT TO EARN MORE MONEY? 


Do you want to earn top present and future 
dollars for your own personal “know how” and 
for your ability to show others “how to”? 


Highest lifetime service fee in the business to 
adequately compensate the career underwriter— 
fully vested renewals for 9 years—top Ist year 
commission on par and non-par policies—agency 
office allowance—non-contributory pension 
plan—operating capital for new agents. 


Write, Wire, Phone 
FREDERICK E. JONES, President 
HOWARD W. KRAFT, 
and Director of Agencies 


Vice President 


ATE LIFEe 
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COLUMBUS 15, OHIO 
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WE-ARE 
BUILDING 
IN THESE 


STATES! 


WRITE, WIRE OR PHONE COLLECT 
Paul Reichart, Vice President in Charge of Sales 
Telephone: Olympia 4-2474 





LIFE INSURANCE CO. of AMERICA 


WILMINGTON 99, DELAWARE 









STIGATE AT ONCE! 





INVESTIGATE OUR 
PROPOSAL... LOADED 
WITH MONEY-MAKING 
ADVANTAGES FOR YOU! 


More Competitive 


L.I.C.A. Policies are replete 
with unusual selling fea- 
tures . . . loaded with ad- 
vantages you can get your 
teeth into — and really 
S-E-L-L! 


More Merchandising 


We offer a_ hard-hitting, 
sales producing program, 
from “mail to sell’. Every- 
thing furnished to you 
without charge. 


More Advertising 


We help you develop sales 
potential through local 
advertising, direct mail, 
quality-lead programs. 


More Money For You 


This is truly a “ground 
floor” situation. L.I.C.A.’s 
vigorous program of 
agency building spells 
O-P-P-O-R-T-U-N-I-T-Y for 
you! 

















Horace Greeley said: 


“GO WEST YOUNG MAN, GO WEST.” 


And For Peace, Prosperity, Health, Happiness it's American Buyers 
and the “Valley of the Sun,’’ Phoenix, Arizona. 


MORE OPPORTUNITY FOR GENERAL AGENTS 


We're growing and it will pay you to investigate our phenomenal 


expansion programs. 


FAR AHEAD OF COMPETITION 


ABC's contracts have advantageous selling features, with unusual 
money making possibilities. 


Write, Wire or Phone Collect 
L. F. E. Burges, Executive Vice President 
ALpine 8-6925 





American Buyers Life Insurance Company 


P.O. Box 30 


Phoenix, Arizona 











79% of Ordinary 
Policies Sold to 
Old Policyholders 


Seventy-nine percent of the ordi- 
nary policies sold to adult men in 1955 
were issued to individuals already in- 
sured, a LIAMA survey of 1955 or- 
dinary life buyers has revealed. 

Institute of Life Insurance has pub- 
lished an analysis of the LIAMA sur- 
vey, combining the ordinary sales of 
all agents, both combinations and or- 
dinary. 

In this analysis, it is shown that 
32% of the adult male policies were 
sold to men already insured in the 
same company and 47% to men in- 
sured in other companies. This buy- 
ing of new insurance by existing pol- 
icyholders also was in larger average- 
sized policies, with the result that 
34% of the amount of insurance was 
sold to men previously insured in the 
same company and 53% to men pre- 
viously insured in another company. 
This made an aggregate of 87% pre- 
viously insured. 


Thirty-eight percent of the men 
buying additional policies already 
owned $10,000 or more of life insur- 
ance while 22% owned $15,000 or more. 

Male adults, who accounted for 51% 
of all ordinary policies bought and 
83% of the amount, purchased an av- 
erage of $9,000. In the 30-54 age 
bracket, the average purchase of adult 
males exceeded $10,000, receiving $11,- 
200 in the 40-44 age bracket. 

The average new ordinary policy on 
women was $2,600, and on children 
$1,400. 

Average ordinary policy size bought 
by adult males increased with income. 
In the $2,000-$2,499 income group, the 
average purchase was $3,400; in the 
$7,500-$9,999 income group, the pur- 
chase averaged $12,400; in the $10,000 
and over income group the purchase 
average was $21,900. 

The 1955 purchases of ordinary in- 
surance are analyzed in the study by 
age groups, income brackets, occupa- 
tion, marital status, mode of premium 
payment and many other character- 
istics of the buyers. 


GA Advisory Council 


of Equitable, Ia., Meets 


The General Agents & Advisory 
Council of Equitable Life of Iowa, 
now in its 18th year, held its annual 
meeting at the home office where field 
and management problems were dis- 
cussed and recommendations were 
made to home office officials concern- 
ing operations for 1957. On the council 
for 1956-1957 are H. S. Bell, Seattle; 
A. N. Caines, Waterloo, Ia.; E. N. 
Conklin, Syracuse; F. L. McCormick, 
Des Moines; F. W. Osmundson, Mason 
City, Ia. S. A. Smart, Detroit, and 
V. W. Wiedemann, San Francisco. 


400 Attend Annual CLU 


Luncheon at Indianapolis 


About 400 persons turned out for 
the 12th annual economic forum and 
luncheon sponsored by Indianapolis 
CLU recently at the Indianapolis Ath- 
letic club. The subject was “The Eco- 
nomic Outlook for 1957,” and three 
Indiana university professors spoke. 
They were Arthur M. Weimer, pro- 
fessor of real estate and dean of the 
school of business; John K. Langum, 
professor of business administration 
and president of Business Economics, 
Inc., business consultants at Chicago, 
and J. Edward Hedges, insurance pro- 
fessor, who served as moderator of the 
forum. 


Cenvention Dates 


mmgils 

Mar. 4-5 American Life Convention, regiona] 
Schroeder hotel, Milwaukee. r 

Mar. 18-20, Life Insurance Agency Manage. 
ment Conference, Edgewater Beach hotel, 
Chicago. 

Mar. 21-22, Society of Actuaries, eastern, Com. 
modore hotel, New York City. 

Mar. 24-29, National Assn. of Life Under. 
writers, midyear, Hotel Roanoke, Roanoke, 

Apr. 1-2, American Life Convention, regional, 
Andrew Jackson hotel, Nashville. 

April 11-13, Home Office Life Underwriters 
Assn., annual, Greenbrier hotel, 
Sulphur Springs. 

Apr. 12-13, American Society of C.L.U.’s, exes. 
utive committee, Philadelphia. 

April 15-17, Life Insurance Agency 
ment Assn. A&S Meeting, Edgewater Beach 
hotel, Chicago. 

Apr. 18-19, Life Advertisers Assn., north-cep. 
tral round table, Drake hotel, Chicago, 
April 29-May 1, Life Insurance Agency Man. 
agement Assn. Combination Companies Cop. 
ference, Hollywood Beach hotel, Hollywood, 

Fila. 

May 2-3, American Life Convention, regional, 
Ambassador hotel, Los Angeles. 

May 6-7, Assn. of Life Insurance Counsel, 
spring meeting, Greenbrier hotel, White sy. 
phur Springs. 

May 6-8, Health Insurance Assn. of America, 
annual, Sheraton Park Park hotel, Washing. 
ton, D.C. 

May 12-15, Life Insurance Agency Officer 
Round Table, Homestead hotel, Hot Springs, 
Va. 

May 20-21, American Life Convention, regional, 
Statler hotel, Hartford. 

May 20-22, Insurance Accounting & Statistica 
Assn., annual, Palmer house, Chicago. 

May 22-24, Life Insurance Conference, Caro. 
lina hotel, Pinehurst, N. C. 

May 23-24, Society of Actuaries, western, Jef. 
ferson hotel, St. Louis. 

May 30-June 1, American Life Convention, 
medical section, Lake Placid club, Essex 
county, N. Y. 

June 5, Actuarial Club of the Pacific, semi-an- 
nual, Del Monte hotel, Pebble Beach, Cal. 
June 12-15, International Assn. of A&H Under- 
—" annual, Lowery hotel, St. Paul, 

nn. 

June 12-15, Wisconsin Assn. of A&H Under- 
writers, annual, St. Paul, Minn. 

June 17-28, American Life Convention, life of- 
ficers investment seminar, Beloit college, 
Beloit, Wis. 

June 21-22, California Assn. of Life Underwrit- 
ers, annual, Sheraton Huntington hotel, Pas- 
adena. 

June 26-29, Federation of Insurance Counsel, 
raga Waldorf Astoria hotel, New York 

ty. 

June 27-29, Texas Assn. of Life Underwriters, 
annual, El Paso. 

June 30-July 3, Million Dollar Round Table, 
Greenbrier hotel, White Sulphur Springs. 
July 25, American College of Life Underwriters, 

executive committee, New York City. 

Aug. 12-14, International Federation of Com- 
mercial Travelers, annual, Empress _ hotel, 
Victoria, British Columbia. 

Sept. 15-20, National Assn. of Life Underwrit- 
ers, annual, Sheraton-Cadillac and Statler 
hotels, Detroit. 

Sept. 16-20, General Agents & Managers Con- 
ference, annual, Detroit. 

Sept. 17, American College of Life Underwrit- 
ers, annual, Sheraton-Cadillac hotel, Detroit. 

Sept. 18, American Society of Chartered Life 
Underwriters, annual, Detroit. 

Sept. 23, Fraternal Actuarial Assn., annual, 
Statler hotel, Los Angeles. 

Sept. 23-25, Life Office Management Assn., 
annual, Shoreham hotel Washington D. C. 

Sept. 23-25, National Fraternal Congress of 
America, annual, Statler hotel, Los Angeles. 

Oct. 7-11, American Life Convention, annual, 
Edgewater Beach hotel, Chicago. 

Oct. 14, Society of Actuaries, annual, Commo- 
dore hotel, New York City. 

Oct. 23-25, Assn. of Life Insurance Medical 
Directors, annual, Statler hotel, New York 
City. 

Oct. 31-Nov. 1, Actuarial Club of the Pacific, 
annual, Biltmore hotel, Santa Barbara, Cal. 

Oct. 31-Nov. 2, Mid-West Management confer- 
ence, annual, French Lick, Ind. 

Nov. 10-14, Life Insurance Agency Management 
Assn., annual, Edgewater Beach hotel, Chi- 
cago. 

Dec. 6-8, California State Assn. of Life Under- 
yews, midyear, Rickey’s Studio inn, Palo 

0. 

Dec. 9-10, Assn. of Life Insurance Counsel. 
winter meeting, Plaza hotel, New York City. 

Dec. 11-12, Life Insurance Assn. of America, 
snmmel, Waldorf-Astoria hotel, New York 

ty. 


Mrs. Marion S. Eberly, women’s 
director of Institute of Life Insurance, 
will speak at a luncheon of St. Louis 
Insurance & Trust Council at the Mis- 
souri Athletic Club, Feb. 5. 
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CHANGES IN 


THE FIELD 








Mutual of New York 


John A. McCole and Curt M. Rosen- 
perg have been appointed managers of 
new agencies in Plainfield and Hack- 
ensack, N. J., respectively. Robert M. 
Pope and John H. Erdman will become 





J. H. Erdman 


R. M. Pope 


managers of new agencies of Mutual 
of New York at Tampa and New York, 
respectively, on March 1. Mr. McCole 
joined the company at Scranton, Pa., 
in 1952 and went to the home office 
for managerial training in 1955. His 
father, C. J. McCole, has been with the 
company 30 years at Wilkes-Barre, Pa. 
Mr. Rosenberg entered the business 
with Equitable Society in 1948 and be- 
came unit manager two years later. He 
joined Mutual’s home office staff for 
managerial training last August. Mr. 
Pope, district manager at Tampa since 
last July, joined the company at Miami 
in 1949, became assistant manager in 
1951 and joined the home office staff 
last March. Mr. Erdman joined the 
company at New York in 1954, ad- 
vanced to assistant manager and went 
to the home office last August. His 
agency will be the 10th in the New 
York metropolitan area. 

Carl G. Tolbert will become man- 
ager at Columbia, S. C., to succeed 
Walter W. Fulmer, 
who becomes man- 
ager at Savannah. 
Donald T. Osgood, 
manager at Savan- 
na since 1955, will 
go to Jacksonville 
to succeed J. P. 
McNeil, who will 
retireafter 30 
years’ service, 20 
of them as a man- 
ager. These four 
Mutual of New 
York changes are 
effective March 1. Mr. Tolbert joined 
the company at Shreveport in 1952, 
served as assistant manager there and 
in Atlanta and went to the home office 
last August. Mr. Fulmer joined the 
company at Columbia in 1946, became 
assistant manager in 1948 and, after 
home office training, manager in 1952. 
Mr. Osgood joined the company at At- 
lanta in 1948, served as assistant man- 
ager there and in Miami and -joined 
the home office staff in 1954. 

Frank L. Coughlan, William L. Nolan 
Jr., George Lavoie and John Lawrence 
have been named group specialists at 
Philadelphia, Newark, Cleveland and 
Kansas City, respectively. Mr. Cough- 
lan joined the company in 1955 and has 
been in Newark since last year. Mr. 
Lavoie also joined in 1955 and has been 
in Buffalo. Mr. Nolan joined early this 
year. Mr. Lawrence joined in 1950 and 
has been in various locations since 
last year. 


General American Life 

Three General American Life men 
have left the home office city of St. 
Louis to assume new company posts 
in the west. They are John G. Herr- 
mann, newly appointed director of the 
San Francisco agencies; William D. 





C. G. Tolbert 


Stayton, agency organizer at San 
Francisco, and Francis B. Perdue, su- 
pervisor at Abilene, Tex. 

Mr. Herrmann joined the company 
in 1955 as an agency organizer in the 
St. Louis agency. Before that he was 
with Mutual Benefit Life for nine year 
as assistant general agent. Mr. Stayton 
joined the company in 1953 as an or- 
dinary life career trainee. He trans- 
ferred to the “lifetime security fran- 
chise” agency management training 
program in 1955. Mr. Perdue joined 
the company in 1953 at St. Louis and 
ah the LSF training program in 
1954. 


Aetna Life 


Kenneth J. Fellin has been appointed 
general agent at Scranton, Pa. He 
joined Aetna Life at Scranton in 1947 
and later went to Williamsport where 
he has been agency supervisor. 

H. Gene Pruner has been promoted 
to assistant general agent at Indiana- 
polis. He joined Aetna Life in 1953 
as a supervisor after several years’ 
experience in the life business. 


Continental Assurance 


Wendell B. Roads has been appoint- 
for 


ed general agent Continental 
Assurance at St. 
Paul. In insurance 
for seven years, 
Mr. Roads has ex- 
perience as a pro- 
ducer, trainer and 
manager. 

Bryant M. Sells, 
has been appointed 
agency manager 
for Continental 
Assurance at Long | 
Beach, Cal. His * 
agency will be in 
the Jergins Trust W. 6. Reade 
building. He will give particular atten- 
tion to the development of brokerage 
business in Long Beach and Orange 


County. 


Prudential 


Charles Karpman has been ap- 
pointed director of agencies in the re- 
gional headquarters at Brooklyn with 
supervision of 15 district agencies. He 
succeeds Emanuel M. Belkin, who is 
establishing a new Prudential agency 
in Miami. Mr. Karpman joined Pru- 
dential in 1937 and served as district 
manager at New Britain, Conn., before 
being appointed associate director of 
agencies in the metropolitan regional 
headquarters at New York. 

Isidore Ezor has been appointed dis- 
trict manager at Orange, N. J., to suc- 
ceed the late John F. Sheeran. Mr. 
Ezor joined Prudential at Passaic, N. J., 
in 1948 and served as staff manager at 
Passaic and Kearny, N. J. 

A. Gale Eason has been named man- 
ager of a new Prudential agency at 
Fargo, N. D. He joined the company as 
a special agent at Kalamazoo in 1951 
and later was promoted to assistant 
manager there. Last year he was trans- 
ferred to the Fargo office, which hand- 
led sales and service before gaining 
agency status. 





Massachusetts Mutual 


A district group office has been op- 
ened in Chattanooga. L. Basil Savard, 
on the Atlanta staff for several years, 
has been named district group repre- 
sentative with headquarters in Chat- 
tanooga Bank building. The new office 
will serve eastern and central Tennes- 
see policyholders and Massachusetts 
Mutual general agencies in Chattano- 
oga, Knoxville and Nashville. 


John Hancock 


Duncan A. Brash, manager of the 
New England group office, has been 
appointed northeastern regional group 
manager. John R. Horan has been 
named group manager at Boston and 
John B. Hunter has been named as- 
sistant manager. Mr. Brash joined 


John Hancock in 1926, Mr. Horan in 
1953 and Mr. Hunter in 1939. 


Republic National Life 


Robert L. Herring has been named 
manager of Oak Cliff-Wynnewood 
branch office of Republic National 
Life at Dallas. : 


Pacific Mutual Life 


Eight group department reassign- 
ments, effective Feb. 1, have been made 
by Pacific Mutual Life: James R. Work- 
man, from manager at Seattle to north- 
western regional pension representa- 
tive; Lloyd W. Harmon Jr., manager at 
St. Louis to manager at Seattle; John 
C. Edwards, manager at Indianapolis 
to manager at St. Louis; John W. Cleve- 
land, home office representative at 
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AGENCY DEPARTMENT 
OPPORTUNITY 


Aggressive medium-sized life 
insurance company operating 
in middle west has a great op- 
portunity for some young man 
under age thirty-five, in the 
Agency Department. If you 
have a background of excellent 
personal production, have 
better than average knowledge 
of the life insurance business 
and are willing to travel this 
may be just what you are look- 
ing for. 

All inquiries will be held in 
strict confidence. Write Box 
S-66, The National Underwriter 
Co., 175 W. Jackson Blvd., 
Chicago 4, Illinois. 








ACTUARY AVAILABLE 

With small company two years, formerly with 
larger company for 4!/, years. Graduate of 
Vanderbilt University and University of Michi- 
gan. Have three examinations. Would like a 
position in well managed company. Age 34. 
Have family. Address Box S-74, c/o The Na- 
tional Underwriter Co., 175 W. Jackson Blvd., 
Chicago 4, Ill. 





LIFE SALES MANAGER 
A&H SALES MANAGER 


Two Agency Department Home Office 
Administrators wanted by a fast-growing 
middlewestern Life and A&H company 
entered in 39 states to build home office 
and field ph of company. Background 
of experience in a company home office 
or as a "second man" in a large agency 
preferred. Unlimited opportunities for ad- 
v + in pany structure. Replies 
will be held confidential. Write full details. 
Box S-44, c/o The National Underwriter 
Co., 175 W. Jackson Blvd., Chicago 4, Ill. 














HOME OFFICE OPPORTUNITY 

Pennsylvania Fraternal Benefit Society 
has splendid opportunity for young man 
(age 30-35 preferred) with life experience 
to assist in Department management. 

Letter of experience and personal history 
will be considered confidential. Give pres- 
ent salary and salary expected. 

Address Box S-65, c/o The National 
Underwriter Co., 175 W. Jackson Blvd., 
Chicago 4, Illinois. 








HOME OFFICE 
CLAIM EXECUTIVE 


A progressive, midwestern life insurance com- 
pany, with health and accident division, is 
looking for a man who has thorough knowledge 
of business, and is ambitious to advance to 
even more responsible position. Starting salary 
$10,000 a year. Address me in confidence, giv- 
ing background details, including description 
and pshot. ployment agency knows of 
a good man, will pay usual fee. Write Box S-63, 
c/o The National Underwriter Co., 175 W. Jack- 
son Blvd., Chicago 4,. Illinois. 














W. Jackson Blvd., Chicago 4, Illinois. 


ACTUARIAL STUDENTS 
ATTENTION 
A Billion Dollar Company in the South can offer students a wonderful opportunity 
both while studying and after completing the actuarial examinations. Study time 
and other benefits are very liberal. The starting salary and exam raises are high. 
We offer experience in a multiple line Company, with very excellent opportunities 
to step into unfilled executive positions. All replies held in strict confidence. ‘We are ' 
most interested in men with five or less exams since we propose to build our staff 
from the associate exam levels. When answering, please give your experience, and 
actuarial examination status. Write to Box $-68, The National Underwriter Co., 175 








HOME OFFICE 
LIFE UNDERWRITER 


Progressive, fast-growing, young company in 
Middle Atlantic State now licensed in twelve 
states, requires an experienced Life Underwriter 
to head the Department. Minimum three years 
experience necessary. This is a well established 
company of strength and stability. Salary open 
Pension Plan and other benefits. This is a ground 
for a future and career. Some 
Accident and Health underwriting experience 
helpful. Write Box S-73, c/o The ‘National Un- 
ot Co., 175 W. Jackson Blvd., Chicago 
. IMlinois. 


floor opportuni 


Blvd., Chicago 4, Illinois. 











SALES MANAGEMENT OPPORTUNITY 


National company specializing in non-cancellable disability insurance, 
plus life and group, seeks top-flight man to head going Chicago 
agency. Compensation open and related to your current earnings. 
Our sales organization has been informed of this advertisement. 
Write confidentially about your professional background enclosing 
photo. Box S-69, c/o The National Underwriter Co., 


175 W. Jackson 
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Los Angeles to manager at Indianapo- 
lis; John P. Harriman, home office 
representative to assistant manager at 
Seattle; Donald R. Harrington, home 
office representative at St. Louis to 
assistant manager; Winston C. Profio, 
home office representative at Philadel- 
phia, to manager at Washington, D. C., 
and Hugh E. Gibson, home office rep- 
resentative at Cleveland, transferred 
to Philadelphia. 


Connecticut General 


John E. Bailey and William N. Walk- 
er have been appointed assistant man- 
agers at Atlanta and at Portland, Me., 
respectively. Mr. Bailey has been a 
brokerage consultant in Atlanta. Mr. 
Walker joined Connecticut General’s 
Portland office in 1954. 

Liberty Life 

W. E. Adams and H. Kerman Copley 
have been appointed resident group 
representatives at Greenville, S. C., 
and Greensboro, N. C., respectively. A. 
Alec Kroeg, formerly in charge of 
group department administration, has 
been appointed Liberty Life’s region- 
al group supervisor at Greenville. 


Bankers Life of Nebraska 


Donald J. Draxler has been appoint- 
ed general agent at Denver for Bank- 
ers of Nebraska. He has previous insur- 
ance experience as an assistant man- 
ager at Fresno, Cal. 


Travelers 


Bruce M. Gove has been appointed 
field supervisor at St. Paul. Andrew J. 
Bedsole has been appointed agency ser- 


vice representative at Atlanta; Fred- 
erick M. Moore at New York City. Ed- 
ward J. Keller, former assistant man- 
ager for Travelers’ Louisville office, has 
been transferred to Raleigh. Ivan L. 
Roberson has been transferred from 
Oklahoma city to Louisville. 


State Mutual Life 


Peter J. Feeney and William L. Sher- 
man have been appointed managers in 





William L. Sherman 


Peter J. Feeney 


downtown Boston and in Philadelphia, 
respectively. Mr. Feeney succeeds 
George M. C. Goodwin, who resigned 
after eight years as general agent. Mr. 
Sherman succeeds William J. Egan Jr., 
who recently resigned as manager. 

Mr. Feeney joined State Mutual a 
year ago as an assistant superintendent 
of agencies. Before that he was an 
agency supervisor in Boston for Con- 
necticut Mutual Life. He is a past 
president of Boston Life Supervisor’s 
Club and a former director of Boston 
Life Underwriter’s Assn. 

Mr. Sherman started in life insur- 
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ance with Aetna Life in Utica and for 
the last three years has been supervis- 
or of Aetna’s Philadelphia agency. He 
is a past president of Utica Life Under- 
writer’s Assn. 


Lincoln National Life 

Norman C. Brewington has been 
named supervisor in the L. S. Becker 
agency of St. Louis for Lincoln Na- 
tional Life. He entered the life busi- 
ness seven years ago and has been 
engaged in supervisory capacities for 
the past three years. Mr. Brewington 
has been an LUTC instructor for the 
past two years. 


North American Accident 


Harold S. Bump, A&S and life agent 
for North American Accident of Chica- 
go at Kansas City for the last 16 
months, has been named general agent 
for the company with offices in the 
Board of Trade building, Kansas City. 


United Life & Accident 


Leslie W. Mercer has been named 
general agent of United Life & Acci- 
dent at St. Albans, Vt. He has been 
district manager of Berkshire Life for 
five years and previously was an assist- 
ant manager for Mutual of New York. 


Colonial Life 


William H. Rehmann has been ap- 
pointed manager at Rochester, N. Y., 
to succeed Joseph Filardo, who be- 
comes field manager at Vineland, N. J. 
Mr. Rehmann started with Colonial 
Life at Atlantic City in 1941 and has 
been field manager at Vineland since 
1947. 


Occidental of California 


Gerald LeBoy has been appointed 
assistant manager at the Fresno 
branch, succeeding R. C. Attinger, who 
will remain at Fresno as an agent. Mr. 
LeBoy joined Occidental at Fresno in 
1955 after two years with Beneficial 
Standard Life. 








Life Groups Finance 


Puerto Rico Studies 


SAN JUAN, P.R.—United States 
and Canadian life insurance groups 
have presented grants totaling $7,100 
to the University of Puerto Rico for 
a workshop in family finance to be 
held June 10-July 6. 

G. Frank Purvis Jr., vice-president 
and associate general counsel of Pan- 
American Life, presented $6,100 on 
behalf of the Puerto Rican Life com- 
panies committee, which represents 
21 United States and Canadian com- 
panies operating in Puerto Rico. 

R. Wilfred Kelsey, director of family 
finance education of Institute of Life 
Insurance, gave an award of $1,000 
on behalf of the institute. 

Under the grants, 40 educators will 
study personal and family problems, 
which are complicated in Puerto Rico 
by the rapid change from an agri- 
cultural to an industrial economy. 


J. L. Turner Added to List 


of Ind. Caravan Speakers 


J. L. Turner, district manager for 
Interstate L. & A. at Greenville, S.C., 
has been announced as the fourth 
speaker on the program of the 9th an- 
nual caravan sales congress of the In- 
diana association. 

The Turner announcement com- 
pletes the agenda of the three-day 
caravan, according to Ben Lurie, 
Northwestern Mutual, Evansville, 
chaizman. Previously announced were 
Hal Nutt, director, Purdue school; 
John Griffiths, executivé vice presi- 
dent, Gulf Union Life, Baton Rouge; 
and R. W. Osler, Rough Notes Co. 

The Indiana caravan will meet this 
year on Valparaiso on April 4, Indi- 
anapolis on April 5, and in Evansville 
on April 6. Total attendance is usually 
somewhat over 1,000. 








Worldwide Insurance Survey & 
Service agency, Chicago, has been des- 
ignated as general agent in the Chi- 


cago area for Beneficial Standard Life. | 


Rydgren Retires as 
Continental American 


Life’s Board Chairman 


Adolph A. Rydgren, chairman g 
Continental American Life since 1949 





Claude L. Benner A. A. Rydgren 


and its president from 1932 until that 
date, has retired but will remain as a 
director. 

President Claude L. Benner will as. 
sume the duties of chairman. 

Mr. Rydgren was the guest of honor 
at a dinner, attended by his associ. 
ates, to mark his retirement as chair. 
man. He entered life insurance in 1907 
as an actuarial clerk with New York 
Life. After World War I army service 
he was actuary of Cleveland Life unti] 
he joined Continental American jp 
1921. He became vice-president and a 
director in 1926. He is a fellow of 
Society of Actuaries, a past president 
of Life Office Management Assn, 
which he helped found, and has been 
serving as vice-chairman of the SS. 
Huebner Foundation for Insurance 
Education. He is also a former director 
of Life Insurance Assn. of America. 
He has been prominent in local and 
state health and welfare organizations. 





Urges Prompt Appointment 
of Local LUTC Chairmen 


Lester O. Schriver, managing di- 
rector National Assn. of Life Under- 
writers, has requested local associa- 
tion presidents to appoint their Life 
Underwriters Training Council chair- 
men for 1957. He urged that appoint- 
ments be made early so that those 
selected may attend regional planning 
panels conducted by LUTC staff mem- 
bers beginning in March. 

Local chairmen will assist in or- 
ganizing 1957 LUTC classes. 
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’ Georgia, Telephone TRin- 
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Tally Up Succe 
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gsses of 1956 First HIA Group 





—— 
reached a new all-time high in the 
amount of A&S insurance sold in 


1956. 

During the year, the company 
proadened its operation in the group 
major. medical expense protection 
field and began issuing full-coverage 
A&S to impaired risks. Also, plans 
were announced for the construction 
of anew home office building adjacent 
to the present building. 


BUSINESS MEN’S ASSURANCE 


Total income of Business Men’s As- 
surance in 1956 established a new rec- 
ord of $51,082,390, compared with $47,- 
454,438 in 1955. New paid life amounted 
to $299,472,052, including $13,601,082 
of group coverage for federal employes, 
a gain of 16.1%, and the increase in 
life insurance in force of $154,436,261 
represented a gain of 15.4% over 1955. 
Total life insurance in force Dec. 31 
was $1,159,533,294. 

A&S premium income was $21,157,- 
645, up from $19,792,278; life premium 
income was $21,993,505, up from $20,- 
022,202; investment income of $5,445,- 
097 compared with $4,982,278, and 
other income was $2,486,143, down 
from $2,657,680. 

During the year, benefits were paid 
135,206 policyowners in an amount of 
$23,466,387, representing an increase 
of 8,538 in number of policy owners 
and an increase of $2,423,086 in a- 
mount paid. The largest increase in 
payments resulted for the use of hos- 
pital facilities. 

B.M.A. reported unassigned surplus 
rose $2,300,736 to a total of $9,943,057; 
in 1955, the increase was $2,300,829. 
Capital stock of $8 million and a con- 
tingency fund of $6 million remained 
unchanged for the year. 

Dividend payments last year were 
$400,000, against $320,000 in 1955. Di- 
rectors at the annual meeting voted 
the regular quarterly dividend of 25 
cents a share. 

Total policyholders’ reserves were 
$124,405,018, an increase of $8,666,617 
for the year. Assets Dec. 31 were $155,- 
003,083, an increase of $11,147,056 over 


1955. 
GUARDIAN LIFE 


Guardian Life’s 1956 sales of ordi- 
nary totaled $172,063,000, up 8.3%. 
A&S sales amounted to $863,000, also 
up 8.3%. : 

Life insurance in force Dec. 31 was 
$1,358,581,000, up $84,026,000. A&S pre- 
miums in force were $1,949,000. 

Investment income was $15,996,000, 
up $1,483,000. Net return on invested 
assets was 3.76%, compared with 
3.67% in 1955. Operating expenses were 
$12,381,000, including more than $1.8 
million for taxes. 

Net earnings totaled $8,466,000, of 
which $6,850,000, an increase of 10.5%, 
has been set aside for dividends to 
life and A&S policyholders. Unas- 
signed surplus received $1,518,000, 
which raised the surplus to $29,431,- 
000, or 7.5% of liabilities. Benefit pay- 
ae amounted to $30,027,000, up 

Oe 


LUTHERAN MUTUAL LIFE 


With a record $47,617,494 of life 
purchased by new policyowners in 
1956, Lutheran Mutual life now has a 
total of $384,630,798 in force. Assets 
now amount to $81,942,567 having 
been increased by over $7.5 million 
during 1956. In a 10 year period, Lu- 
theran Mutual’s insurance in force 
and assets have tripled. Policyholders 
and beneficiaries received $3,571,288. 
Thirteen thousand new policies were 
Issued in the 22 states in which Lu- 
theran Mutual operates bringing the 
total to well over 200,000 and the ave- 
Tage policy written in 1956 was $3,- 

Premium income amounted to 
$9,304,000 and income from _invest- 
ments and other sources brought the 
total for the year to $13,864,699. In- 


terest earnings were $2,853,269, and 
the average rate was again increased 
over the previous year to 3.78%. Sur- 
plus funds now amount to $6,322,504. 


Equitable Life of lowa 


Equitable Life of Iowa reported rec- 
ord gains in all phases of the 1956 
operations. Assets increased $20,954,- 
997 to $583,132,401. Surplus was up 
by $2,340,013, the total, together with 
capital, amounting to $28,209,393. 

New business in 1956 amounted to 
$151,279,456, the largest annual pro- 
duction ever, bringing life insurance 
in force to $1,491,775,346. Payments 
to policyholders and beneficiaries in- 
creased to $40,045,350, with more than 
three-fourths of them going to living 
policyholders 


PILOT LIFE 


Pilot Life’s sales in 1956 totaled 
$213,642,000 while insurance in force 
—_ to $1,208,776,329, up $126 mil- 
ion. 

Assets climbed to $152,301,781, up 
$13 million. Payments to policyholders 
and beneficiaries totaled $18 million. 
Capital, surplus and contingency re- 
serves totaled $24.5 million, up $2.7 
million. Reserves for payment of fu- 
ture obligations climbed to $108,057,- 
525. 

The average rate of interest earned 
on assets was 4.20%. 


UNITED L. & A. 


United Life & Accident, up 21% 
over 1955 in direct ordinary, had a 
volume of $32,151,117, which far ex- 
ceeded the estimated 12% increase for 
the business. New insurance from all 
lines amounted to a record $41,528,917. 

December also reached a new high 
with $7,942,523, including direct ordi- 
nary, group paid-for and reinsurance 
accepted. 

Direct ordinary passed the $4 mil- 
lion mark, establishing a December 
record for that category. Group paid- 
for, with $3,208,038, likewise estab- 
lished a record. 

Life business in force increased 
from $200,880,979 on Jan. 1, 1956, to 
$226,410,239 at the year-end. 


OHIO NATIONAL LIFE 


Ohio National Life had its most 
successful year in 1956 as new sales 
exceeded $140 million, a 14% gain over 
the previous high established last year. 
Payments to policyowners and bene- 
ficiaries exceeded $11 million for the 
first time; assets increased to a new 
high of $169 million with excess pro- 
tection for policyowners amounting to 
over $10 million. Ohio National Life’s 
insurance in force now totals over $840 
million, almost double that of only 
seven years ago. 


PROVIDENT LIFE & ACCIDENT 


Provident Life & Accident’s life in- 
surance in force in 1956 rose to $2,- 
018,056,266, up $260 million. A&S pre- 
miums climbed to $58,942,978, up a 
record $7.2 million. 

Assets totaled $135,603,349, up $15.3 
million. Benefit payments to policy- 
holders and beneficiaries totaled $56,- 
950,330, up 38%, while claim services 
were a record 650,000. 


AMERICAN UNITED LIFE 


American United Life entered its 
80th anniversary year with a record 
total of $742,600,000 insurance in forcé, 
an increase of 37% in new business 
for 1956. Clarence A. Jackson, presi- 
dent, said American United’s climb in 
sales is about double the rate of the 
life industry as a whole, and came 
from every department in the com- 
pany—ordinary, reinsurance, group 
and pension, as well as A&S. The big 
increase was partly attributed to sev- 
eral new contracts and policies that 
were introduced during 1956. The com- 


Forum Draws Record Crowd 


(CONTINUED FROM PAGE 1) 





group committee; Robert R. Neal, gen- 
eral manager of HIA; Bruce R. Power, 
Canadian Life Insurance Officers 
Assn., and C. Manton Eddy, Connec- 
ticut General Life. 

J. B. Donnally, Pan-American Life, 
presided at a Monday afternoon ses- 
sion which led off with a public rela- 
tions talk by Holgar Johnson, presi- 
dent of Institute of Life Insurance. 

Mr. Johnson outlined the intricacies 
of developing a good public attitude. 
He pointed out that the public attitude 
is never fixed but always in a state of 
flux. This, he said, is fortunate be- 
cause if public attitude were fixed, 
once it got bad nothing could be done 
about it. Mr. Johnson suggested that 
the companies forget their hairshirts 
for awhile and switch to a positive 
attitude by “doing those things which 
will make you what you want the pub- 
lic to believe you are.” He said that 
first the companies must decide who 
their public is and what they want it to 
believe. Mr. Johnson suggested that 
the opinions of the public can be 
tested and moulded by questionnaires, 
various observation tactics, and by 
company ads. Judging from some ads 
he had seen, Mr. Johnson chided, it 
was indicative that some companies 
were interested mainly in letting the 
public know that they had a nice look- 
ing building or a stable front door. 

A panel on comprehensive major 
medical expense followed Mr. John- 
son’s talk. On the panel were Ray 
McCullough, Equitable Society, Jo- 
seph Moran, New York Life and Gor- 
don N. Farquhar, Aetna Life. 

It was pretty well concluded at this 








GAMC Membership up 
66% as of Jan. 31 


WASHINGTON—Membership in 
General agents & managers confer- 
ence of National Assn. of Life Under- 
writers is 66% ahead as of Jan. 31, ac- 
cording to L. V. Drury, Sun Life of 
Canada, Phhladelphia, GAMC mem- 
bership chairman. He said reports in- 
dicate GAMC will reach its 6,000 
membership goal easily and “we hope 
to have at least 4,500 by the time of 
the midyear meeting in Roanoke 
March 25-26.” 

Donald A. Baker, executive director 
of GAMC, said the new “associate” 
classification is bringing in quite a 
number of members but even without 
these, the active membership shows a 
60% gain. 





Brown Elected Director 


Randolph E. Brown has been elected 
a director of American Life, a recently 
formed affiliate of American Surety. 
He is a vice-president of both compa- 
nies. 








pany currently is building a $2,500,- 
000 five-story addition to its home of- 
fice at Indianapolis. 


BANKERS LIFE OF NEBRASKA 


Bankers Life of Nebraska exper- 
ienced its greatest year in 1956 with 
an excess of $70 million in new busi- 
ness. In addition, assets surpassed the 
$100 million mark for the first time 
and at year’s end totaled $103,047,087, 
an increase of more than $7.5 million. 
Insurance in force rose to $473,534,924, 
an increase of $37,243,456 and made 
the company’s goal of one-half billion 
in force during 1957 a distinct proba- 
bility. As of Dec. 31, the total paid to 
policyholders and beneficiares since 
the company was established in 1887 
amounted to $113,134,134. An interest 
rate of 3.44% earned on company in- 
vestments after federal taxes beat the 
1955 rate. 


panel that major medical is now out 
of its infancy stage and is substan- 
tially sound, but is experiencing grow- 
ing pains. 

Mr. McCullough pointed out that 
one of the shining lights of major 
medical at the start was its simplicity 
but this has been clouded somewhat 
today by the conglomeration of differ- 
ent types of plans offered and has 
prevented major medical from realiz- 
ing its full sales potential. A detailed 
report of Mr. McCullough’s talk ap- 
pears on Page 16. 

Mr. Moran indicated that employe 
fascination for first dollar coverage 
for surgery as well as hospital charges 
is sort of a drag on major medical. 
Primary objection to first dollar surgi- 
cal coverage, he said, “is frittering 
away of benefit dollars on small 
claims that we’d like to avoid because 
of the way it prevents effective con- 
trol of costs and utilization of cover- 
age.” 

Mr. Farquhar pointed out that the 
deductible principle in comprehensive 
medical is probably more significant 
in controlling costs for the older ages 
than for younger groups. To keep costs 
within reason, he said, the deductible 
in retired employe coverage should 
not only apply to hospital as well as 
other expenses but it also should be 
significantly greater than for active 
employes. 

As on Monday, the general session 
Tuesday morning was presided over by 
R. C. Knoblock, Washington National. 
Speakers included S. P. Hutchinson, 
Washington National, whose topic was 
“Let the Buyer Beware,” and C. H. 
Tookey, Occidental Life of California, 
who traced the impact on the insur- 
ance business of federal interest in 
welfare and pension plans. He noted 
that at the present time there seems to 
be a lull in federal interest in welfare 
plans, but said it is generally believed 
that this is only a lull and there will be 
further activity as soon as the new 
Congress is fully organized and the 
necessary committees supplied with 
appropriations. 

Mr. Tookey pointed to the question 
of commissions for brokers and agents 
as one of the most difficult problems 
to arise with respect to trusteed welfare 
plans. “And this particular problem,” 
he said, “has not become any less acute 
since the attorney general of New York 
rendered the opinion that self-insured 
trustee plans were exempt from super- 
vision of the insurance department. If 
insurance companies must charge com- 
missions to all cases, a further incen- 
tive to self-insurance arises and since 
self-insured cases are exempt from 
state supervision it would appear that 
federal regulation would be inevitable 
in that area.” 

Tuesday afternoon’s activity in- 
cluded a panel discussion on small 
group business and another on sales 
promotion. 

In discussing the significant prob- 
lems of small group, Fred T. Googins, 
Massachusetts Mutual, said it is cer- 
tain that many conventional practices 
must be severely modified and new 
ones established in order to achieve un- 
derwriting success in this area. He said 
both the insurance industry and the 
public must recognize that the cost of 
providing benefits to small groups can- 
not compare with the greater economy 
of larger groups. He said the lapse ra- 
tio of small groups presents a difficul- 
ty of serious proportions. Although the 
group of 10 to 24 lives presents a chal- 

(CONTINUED ON NEXT PAGE) 
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lenge, Mr. Googins said it in no way 
warrants an insurance company’s re- 
fusal to operate in this market. He con- 
cluded that small group underwriting 
must ultimately be put somewhere be- 
tween the guideposts of group under- 
writing practices and the benchmarks 
inherent in ordinary or individual un- 
derwriting pursuits. Others on the small 
group panel were George I. Hilliard, 
North American Life & Casualty, and 
D. E. Watts, Confederation Life. A re- 
port of Mr. Watts’ talk appears on page 
6. 

The concluding event Wednesday 
morning was a question and answer 
session with a panel of experts to do 
the answering. Charles G. Hill, Massa- 
chusetts Mutual, presided. Scheduled 
to be on the panel were John W. Crews, 
Benefit Association of Railway Em- 
ployees; Emil E. Brill, General Amer- 
ican Life; Herbert J. Stark, Metropol- 
itan Life; George H. Hipp, Liberty Life, 
and Edwin A. Erickson, Nationwide 
Mutual. 

More detailed reports of talks and 
presentations given at the meeting will 
appear in subsequent issues of THE Na- 
TIONAL UNDERWRITER. 





Way Clear for Rise in 
N. Y. Stock Holdings Limit 


(CONTINUED FROM PAGE 1) 
nical change in the incontestability 
provisions applying to group insur- 
ance. Another bill permits investing 
in securities of a corporation up to 
one-half of 1% of the insurer’s assets, 
even though the corporation may not 
have an uninterrupted dividend-pay- 
ing record for period required by the 
present law. 

A department bill that is certain to 
generate finance company opposition 
would make it impossible for a finance 
company providing group insurance 
to keep the dividends or rate credits 
but would require these to be applied 
to the benefit of continuing borrowers 
or purchasers after deduction of the 
creditor’s or vendor’s part of the cost 
of the policy. 

Another department bill would re- 
move the present alternative limit of 
50 cents per $1,000 of participating life 
insurance as a ceiling on dividends, 
where group life insurance is involved, 
leaving the sole limit as 10% of profits 
on participating group life business. 


DEATHS 


ALFRED H. MEYERS, 69, who retired 
in 1943 as vice-president and treasur- 
er of New York Life, died at Cocoa, 
Fla., while on a vacation trip. He had 
been living at Westfield, N. J. He had 
been with New York Life 42 years 
when he retired. 


THOMAS B. SWEENEY SR., 83, 
general agent for Equitable Society at 
Wheeling, W. Va., for many years, 
died of leukemia at Emergency hospi- 
tal Washington, D. C., after being hos- 
pitalized a week. He became general 
agent at 21 on the death of his father, 
John F. Sweeney, who had founded 
the agency in 1887. Though continuing 
as an independent general agent, Mr. 
Sweeney three years ago relinquished 
managerial duties. At that time his 
agency and the Equitable general 
agency at Charleston, W. Va., operated 
by his brother, the late J. E. B. 
Sweeney, were merged under the 
managership of T. Woody Evans at 
Charleston. Mr. Sweeney was the au- 
thor of a book, Life Insurance as a 
Professional Career. 














NEWLY ELECTED OFFICERS and advisory council members of Provident 


Mutual Life’s general agents’ and managers’ association elected at the annual 
meeting in Chandler, Ariz: From left, John J. Tunmore, New York City; 
Charles H. Everett, Atlanta; Ralph W. Tipping, Los Angeles, secretary-treas- 
urer; John N. Savage, Dallas; Paul W. Schenck, Greensboro, general agent for 
North Carolina, the new president; George P. Shoemaker, New York City; 
Mark M. Moore, Minneapolis, vice-president, and W. Lawrence Rotz, Decatur, 
central Illinois general agent, immediate past president. 








Lite Insurance Needed to Offset Excess Spending 
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carelessly in favor of providing for 
the future.” 

Mr. Zimmerman observed that the 
two divisions of the world have 
reached a nuclear stalemate, so the 
future balance of the world depends 
now not so much on military strength 
as on economic and moral strength. 

“In this light,” he said, “let’s keep 
in mind the contributions that life in- 
surance can make to America’s 
strength—to its economic. strength 
through a steadily-increasing flow of 
investment capital and benefit pay- 
ments, and to its moral strength by 
providing an avenue through which, 
as free individuals, our people can 
voluntarily discharge their responsi- 
bilities to themselves and to their 
families, to their communities and to 
their nation.” 

Chairman Peter M. Fraser reported 
a net interest rate on total invested 
assets, after provision for federal in- 
come tax and all expenses, was 
3.59% last year, up four points and 
“one of the highest net rates in the 
industry.” The company made $155 
million in new investments last year 
at a gross rate of 4.47% as against 
4.35% in 1955, and “the alert action of 
our investment staff in the current 
tight money market is giving us ex- 
cellent return on new commitments.” 

Agency Vice-president Raymond W. 
Simpkin said Connecticut Mutual’s 
$274 million gain in insurance in force 
in 1956 was as much as its total paid- 
for only four years ago. Quality as 
well as volume of new business con- 
tinues at a high level, he said, the 
company having one of the lowest 
termination rates in the industry. 

Recalling the tremendous agency- 
building jobs done by some of the 
“giants” of the 1920s, Senior Vice- 
president Vincent B. Coffin pointed 
out that these agency heads had less 
to work with than those of the pres- 
ent. What made them giants was sim- 
ply that “they had more guts and 
determination than the average fel- 
low.” 

The chief answer to the recruiting 
problem and agency building in gen- 
eral, he said, lies in building high 
morale and an outstanding reputation 
in one’s community. Recruiting will 
become easier if for no other reason 
than the fact that people tend to grav- 
itate to an organization that radiates 
success. 

Predicting a population of 200 mil- 
lion and a $600 billion national income 
within 10 years, Superintendent of 


Agencies Horace R. Smith declared 
that American life companies must 
have a sales force at least double its 
present size, not only in numbers but 
also in the individual effectiveness of 





its men, “or we shall not even be able 
to maintain our present share of the 
income dollar.” 

Recruiting, he said, is not going to 
get less difficult and “life insurance 
must be made a more interesting and 
attractive career through development 
of more highly successful agents if we 
are to do the kind of job the future 
demands of us.” 

Superintendent of Agencies E. A. 
Starr said Connecticut Mutual be- 
lieves advanced sales offer the great- 
est opportunity for development of 
more really successful career agents 
whose incomes “keep other pastures 
from looking greener, and for devel- 
opment of more agencies that secure 
more than their fair share of available 
business in their respective territo- 
ries.” 

Substantial gains in brokerage busi- 
ness can be made without sacrificing 
growth in full-time organization, if 
the general agent will intensify pres- 
ent activity, particularly with general 
insurance men, by appointing addi- 
tional brokerage supervisors, and “by 
promoting the company’s already out- 
standing product,” said E. G. Walls, 
assistant superintendent of agencies. 

To build brokerage business even 
moderately the supervisor should aim 
at getting from new brokers each 
year at least 20% of the amount he 
got from all brokers in his unit the 
year before, Mr. Walls said. Apathy 
toward life insurance among brokers 
is usually due to their being “too 
busy” or thinking that life insurance 
is “too technical.” Joint work is the 
best remedy for the former, while the 
latter can be overcome by convincing 
the broker he can sell life insurance 
without a detailed knowledge of the 
technicalities. Monetary motivation 
can be provided by uncovering some 
latent objective the broker has been 
yearning for and showing how life in- 
surance commissions will realize it. 





O'Toole Associates Elect 


Secretary and Treasurer 


O’Toole Associates Inc.,  insur- 
ance management consulting firm of 
Queens Village, N. Y., has elected 
Mrs. Georganna M. Voigt secretary 
and Mrs. Marianne O’Toole treasurer. 
Mrs. O’Toole is the wife of Edward 
F, O’Toole, partner in the firm. 





LIAMA has analyzed the invest- 
ments of companies representing 86% 
of total life insurance funds and found 
that these companies at the start of 
last year had investments of $14,160,- 
968,000 in Ohio, Indiana, Illinois, Mich- 
igan and Wisconsin, up $994.2 million, 
for the largest gain in any geographic 
division and 25% of the year’s country- 
wide increase. 





Boettner President, 
Elliott Chairman of 
Philadelphia Life 


PHILADELPHIA—Philadelphia Life 
has advanced Jeseph E. Boettner from 
executive vice-president to president 
and William Elliott from president to 
chairman. The changes were ap. 
nounced during a company sales 
convention at Atlantic City, N. J., at 
a banquet in honor of Mr. Elliott, 

Mr. Boettner joined Philadelphia Life 
in 1951 as superintendent of agencies 
received the additional title of vice- 
president in 1952, and was elected a 
director in 1955. He is also a director 
of Maryland Life. A CLU, Mr. Boet- 
tner started in life insurance in the 
Penn Mutual agency department jn 
1922, got into selling, went to Contin- 
ental American in 1930 as educational 
instructor at Philadelphia, joined Con- 
necticut General there in 1935 as an 
agent specializing in estate planning, 
in 1940 became supervisor and later 
agency organizer for Mutual of New 
York at Philadelphia, and _ about 
three years later became manager 
there for Home Life of, New York. 

Mr. Elliott, as board chairman, will 
continue to direct investments and 
will head the executive committee. He 
started in life insurance as an agent 
for Travelers in 1929, being an as- 
sistant manager when he left in 1934 
to join Philadelphia Life as head of 
the home office general agency. He 
became vice-president in 1946 and 
president later the same year. He is 
chairman of Maryland Life, president 
of Central Pennsylvania Natural Gas 
Co., and vice-president of Machined 
Metals Co. of Norristown, Pa. He is 
vice-president for Pennsylvania of 
American Life Convention. 





Chicago Agency of Aetna 


Leads in Group for ‘56 


The group department of R. S. Ed- 
wards & Co. agency of Aetna Life led 
the company in group production for 
the fourth consecutive year in 1956. 
The department, which includes a 
staff of 14 men headed by V. J. Bar- 
nett, wrote 231 new cases for a total 
volume of $478 million. The Edwards 
agency at the end of 1956 had $4,453,- 
000 of group insurance in force. 


STOCKS 


By H. W. Cornelius, Bacon, Whipple & Co. 
135 S. LaSalle St., Chicago, Feb. 5, 1957 






















Previous Current 
Week’s Bid Bid Asked 
Bae: DADO « iivcriniennsivtinicnts 174 179 183 
Beneficial Standard ............ 16% 18% 19% 
Cal.-Western States .......... 77 78 82 
Colonial Life «0.0.0... 93 94 98 
Columbian National ......... 80 87 89 
Commonwealth Life ........ 21% 22 23 
Connecticut General 258 262 
Continental Assurance 113 115 
Franklin Life «0.0... 944%, 96 
Great Southern Life 79 Bid 
A I scnccenintniteiebiceenpeennce 30% 31 
Jefferson Standard .. 126 130 
Kansas City Life ...... 1120 1140 
Life & Casualty... 223, 24 
Life Insurance Investors .. 14 141% 15 
Life of Virginia 101% 104 
Lincoln National ...... 218 222 
National L. & A. wns 91 96 100 
North American, III. ........ 181% 19 20 
N.W. National Life ............ 104 96 100 
Ohio State Life .................. 280 285 295 
Old Line Life «0.0.0.0... 58 58 62 
Southland Life ..............0 85 85 90 
Southwestern Life ............ 94 94 98 
TYAVOIOLS ener cccicecicscsasesoresovoigses 71% 74 15 
Ta BINS | oicsnsinsecenincs cccanscses 23 22% 23% 
WE Ie si ciscssssck ssesteareseassions 2612 26% 27% 
West Coast Life ............. 46 46 48 
WE 58 58 61 
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Top Commissions ... Level A & H Renewals... 
a Life and Accident & Health Plan for Every Prospect 


More and more discriminating insurance men are 
learning that it’s smart business—profitable busi- 
ness—to work with the North American Accident 
Insurance Company of Chicago. 

Our agents are satisfied agents because in our 
70 years of service to personal insurance under- 
writers, Our commitments have always been rigidly 
adhered to...our relationships personal and friendly. 


Unbeatable Agency Contract—(Ask any North 
American Agent what he thinks of his contract!). 


No Branch Office to compete with you. 


FOUNDED 1886 






Strictly American Agency System. 
Concrete Assistance to get you off on the right 
foot: hard-hitting sales aids, ad mats, promotional 
materials, etc. 
Extra Incentives to supplement your production 
achievements. 

If you are interested in making money—not just 
today, but years from now—write 

S. Robert Rauwolf, Vice President 

* . . . the familiar abbreviation for the North American 
Accident Insurance Company of Chicago—one of America’s 
oldest and strongest stock companies. 


Mit American Accident Insurance Company 


Licensed to operate in the 48 states and the District of Coiumbia 
LIFE « ACCIDENT « HEALTH 


209 SOUTH LASALLE STREET +» CHICAGO 4, ILLINOIS 
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The Average Annual Production of All Acacia Fieldmen 
During 1956 Reached $375,000.00 




















As a result of this outstanding performance, Acacia, last year, passed another milestone 
in its unbroken record of growth and progress—A BILLION AND A HALF DOLLARS 
OF LIFE INSURANCE IN FORCE. Acacia thus became the 30th United States com- 
pany with a billion and a half of ordinary life insurance in force. Such an achievement 
is not only a tribute to the sales ability and industry of our Fieldmen but also proves 
the public’s enthusiastic acceptance of Acacia’s low premium plans of life insurance 
protection. 

Every policy issued by Acacia represents the personal efforts of an Acacia Fieldman 
to meet the personal needs of his client. The well-trained men and women who represent 


the Company across the Nation are full-time Acacians—career underwriters and special- 
ists in the field of life insurance. Under the terms of their Acacia Agent’s Contract, our 
Fieldmen receive liberal compensation for rendering this professional type of service. In 
addition to full first year commissions they are paid a monthly income on their business 
starting immediately and continuing as long as premiums are paid thereon. As a further 
incentive to the writing of quality business, our Fieldmen are paid substantial cash bo- 
nuses on all business meeting reasonable quality standards. 












ACACIA MUTUAL LIFE INSURANCE COMPANY 
Howard W. Kacy, President 


Home Office Washington, D. C. 












